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to serve the clients’ complete personal 
insurance needs. That’s why Business Men‘s 
Assurance Company offers all these: 


LIFE INSURANCE 


Contraets in three series: 

Ordinary — $1,000 minimum. 

Special — $2,500 minimum. 

Preferred — $10,000 minimum, including Whole 

Life, 10, 15, and 30 Pay Life. 

Special Savings Endowment — protects the family 
and returns. all savings at maturity. 
Flexible Family Income — $10.00 to $40.00 
monthly income for each $1,000 basic contract for 
10-, 15-, 20-, 25- or 30-year period. 








ACCIDENT AND HEALTH 


Major Medical, Major Hospital Expense, and New 
Hospital Supplements to Monthly Income Plans 


7 GROUP, WHOLESALE, AND SALARY SAVINGS COVERAGE 


All plans of Life, Accident and Health, Hospitalization 
and Surgical coverage. 


B.M.A.’s full line means more protection for more people 


Because of B.M.A.’s full line, more doors are open to B.M.A. 
fieldmen. In fact, more than one out of every 100 people in the 
United States is now served by some form of B.M.A. protection. 


REINSURANCE 


Complete Life and Accident and Health 
reinsurance facilities. 





BUSINESS MEN'S ASSURANCE 


More than o billion dollars af life ¢ . Company of Comerica 


insurance in force. B.M.A. is also o 

leader in the accident and health oe iF ; ee f : : 
field wtih accident ond health pre- in / Home Office: B.M.A. Building, Kansas City 41, Missouri 
miums within 1% per cent of life 

insuronce premiums. 
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One of the Nation’s Strongest By Any Standard of Comparison 








NO OTHER COMPANY LOCATED IN OUR TERRITORY 
OFFERS SUCH COMPREHENSIVE FACILITIES 


EXPANDING 


In Equipment, Manpower, Territory 





@ OPPORTUNITY—For men, now active under age 45 as 
salaried Regional Supervisors, General Agents or State 
Agents. Salary, commissions, expenses, incentive bonuses. 


@ COMPANY—Over $117,000,000 Life Insurance in force. 
Over $1,000,000 A & H Premiums. Ratio assets to lia- 
bilities 116‘. . 


© EQUIPMENT—Complete Kit—Par and Non Par Life 
... A-H... Group. 


@ TERRITORY—Ia., Kans., Minn., Mo., Neb., N. Dak., 
S. Dak., Okla., Plus—states recently added: Ark., Colo., 
Hawaii, IIl., Ind., Ore., Utah, Wash. 


FOR DETAILS WRITE WYLIE CRAIG OR BENNETT TAYLOR, VICE PRESIDENTS 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 


KANSAS CITY 6, MISSOURI 
W. Ralph Jones, President 


FORTY-FIRST YEAR OF FAITHFUL SERVICE 
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Rep. Mills Denies 
Favoring Total 
Income Tax Basis 


'N. Y. Times’ Attributed 
Viewpoint to Him He Had 
Discarded as Unworkable 


The statement that Rep. Mills of 
Arkansas, head of the House subc:om- 
mittee that has life company taxation 
under its wing, “is known to favar the 
total income approach” caused consid- 
erable concern among life company 
executives when the New York Times 
printed it recently. However, Mr. 
Mills has since made it clear that he 
does not favor the total income ap- 
proach. What he had told the Times 
reporter, he said, was that he had 
previously been in favor of the total 
income basis but that he had since 
discarded it as unworkable and gave 
instances to show how ruinously it 
would work out for some companies. 

Mr. Mills also has been quoted as 
saying that any proposal to tax life 
companies on the total income basis 
appears to be too controversial to have 
any chance of enactment at the cur- 
rent session of Congress. Republican 
and Democratic leaders are aiming for 
a July 15 adjournment date and the 
general belief is that even if Treasury 
technicians should succeed in drafting 
a total-income bill there would be no 
chance to hold hearings on it. This 
would mean that when the new Con- 
gress convenes in January there would 
be the same task of trying to get 
brand-new legislation enacted that 
there was last January, when the 
total-income approach had to be jetti- 
soned in favor of the present one-year 
stop-gap, which was an adaptation of 
the 644% tax on net investment in- 
come. 

In view of the difficulty of getting a 
highly controversial and extremely 
vomplex “permanent” tax measure 
enacted between next Jan. 8 and the 
date the companies would need it for 
computing their income on 1955 busi- 
ness, the opinion is becoming more 
and more widespread that the only 
practicable course will be to re-enact 
the present stop-gap for another year. 

This thinking was reflected in the 
view expressed recently by Guilford 
Dudley Jr., president of Life & Cas- 
ualty, 

“Based on the very best information 
available,” he said, “we cannot believe 
any tax other than bill 7201 currently 
effective for 1955 taxes will be pro- 
tosed for 1956. This biil taxes life 
companies on net investment income 
at the regular 52% corporate rate lev- 
ied on 15% of this income and is con- 
sidered a fair and equitable bill 
throughout the industry. It is to be 
hoped that this bill with no serious 
modifications will be made a perma- 
nent form of taxation.” 

On the general subject of equitable 
_ of life companies, Mr. Dudley 
said: 

“Certainly it is inconceivable,” he 
said, “that either the Treasury de- 

(CONTINUED FROM PAGE 28) 









N. Y. State Assn. 
Will Push for 20-40 


Group Life Limit 


NEW YORK—New York State Assn. 
of Life Underwriters voted at its an- 
nual meeting here 
to press for adop- 
tion of the 20/40 
group life limit at 
the next session of 
the legislature. 

The 20/40 limit, 
already adopted by 
several states, is 
embodied in the 
uniform bill en- 
dorsed by Nation- 
al Assn. of Life 
Underwriters and 
National Assn. of 
Insurance Commissioners. It sets a 
limit on group life of $40,000 or 150% 
of an employe’s annual salary, which- 
ever is the lesser but up to $20,000 
can be written regardless of salary 
level. 

The New York legislature repealed a 
$20,000 limit in 1953 because domestic 
companies were placed in a disadvan- 
tageous competitive situation on group 





H. W. Baird 





OFFICERS ELECTED 

President—Harold W. Baird, North- 
western Mutual, New York City. 

Vice-president—Joseph N. Desmon, 
general agent Continental Assurance, 
Buffalo. 

Secretary—Lewis J. Montani, assis- 
tant manager of Metropolitan Life, 
Plattsburg. 

National committeeman—A. Stewart 
Payne, general agent in Binghamton of 
Security Mutual Life of Binghamton, 
immediate past president. 

Regional vice-presidents—Chauncey 
D. Cowles Jr., Stewart-Leach Associ- 
ates, Buffalo; Michael Fron, John Han- 
cock, Binghamton; Robert H. Lang- 
ford, manager Mutual of New York at 
Albany; Louis J. Teall, New York Life, 
Rochester, and Donald E. Shopiro 
Mutual Benefit Life, Syracuse. 





life contracts written outside the state. 

Spencer L. McCarty, Provident Mu- 
tual, Albany, managing director of the 
state association, told the delegates at 
the meeting here that the problem is 
one of excessive amounts of group cov- 
erage. NALU will not oppose the 20/40 

(CONTINUED ON PAGE 27) 
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Gillooly, Saunders 
Mentioned as NAIC 
Election Dark Horses 


The FTC decision to do its own inter- 
preting of Public Law 15 has cast a 
shadow over the political complexion 
of National Assn. of Insurance Com- 
missioners. The logical choice for 
chairman of the executive committee 
to be elected at St. Louis has been Di- 
rector Thomas Pansing of Nebraska, 
who lost out last year to Joseph Nav- 
arre of Michigan in a close election, 
and since then has distinguished him- 
self as the representative of the com- 
missioners in dealing with the federal 
trade commission on the matter of 
A&S advertising. 

Until the FTC voted 3 to 2 that it has 
jurisdiction over A&S advertising in all 
states, Mr. Pansing was generally con- 
sidered a shoo-in. But now there are 
some commissioners who can hardly 
bear to think of anything that could 
remind them of the FTC, and there 
have been reports that Gillooly of West 
Virginia has gained some support from 
the Zone 2 commissioners and that 
Saunders of Texas is a dark horse from 
Zone 5. It has been mentioned that it is 
Zone 5’s turn to have a man in line, 
and if it isn’t going to be Mr. Pansing 
perhaps it could be Mr. Saunders. 


U.S. Life Acts 


on Capital Increase 

U. S. Life has authorized distribu- 
tion of 500,000 shares of new capital 
stock on a one-for-one basis on June 5 
to stockholders of record May 25. 
Stockholders approved an increase in 
outstanding shares from 250,000 at $4 
par value to 500,000 at $2 par value, 
effective May 15. 

In addition, stockholders authorized 
an increase in the capital stock from 
$1 million to $2.2 million, on a total 
of 1,150,000 outstanding shares with $2 
par value. The company will file with 
securities and exchange commission a 
registration statement covering an is- 
sue of 650,000 shares of new $2 par 
value stock. If the sale is permitted, 
310,000 will be sold by Continental 
Casualty, and 100,000 will be offered 
to U. S. Life stockholders through 
warrants on the basis of one such 
share for each 10 shares owned as 
of the record date. 

The action is in line with plans to 
make U. S. Life a publicly owned 
company and to provide financial re- 
sources for expansion. 

















Late News Bulletins... 








Martins, La. Governor Square Off for Battle 

- Wade Martin Sr., whose son is Louisiana secretary of state and insurance 
commissioner, has announced he will not be a candidate for reelection to the 
Louisiana public service commission. This paves the way for a hectic political 
struggle between the Martins and Gov. Earl Long, who apparently has in 
mind separating the offices of secretary of state and insurance commissioner. 
Wade Martin Jr. led the entire Democratic ticket in the recent state primary. 


Hancock Names Tisdale Financial Secretary 


John Hancock has elected Irving E. Tisdale financial secretary, effective 


June 1. 


Mr. Tisdale, assistant treasurer since 1945, joined the company 35 years 
ago and has held various posts in the finance department. He has been secre- 
tary to the real estate committee for 10 years. 
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Penn Mutual 
to Finance MDRT 
Research Project 


Adam Makes Announcement 
at Meeting; Priebe Names 
3 to Suggest Best Uses 


BY ROBERT B. MITCHELL 

In recognition of the fact that one 
of its agents is chairman of the Mil- 
lion Dollar Round 
Tabie this year, 
Penn Mutual Life 
is contributing a 
sum of money to 
the Round Table 
to be used for a 
research project 
designed to benefit 
the life insurance 
field forces gener- 





ally. 
The announce- 
ment was made 


Malcolm Adam this week by Pres- 
ident Malcolm Adam of Penn Mutual 
at the opening session of the Round 
Table’s first cruise convention, aboard 
the Kungsholm en route to Bermuda. 
Traditionally the chairman’s company 
presents a handsome souvenir to each 
MDRT member. But Mr. Adam be- 
lieved that backing a research project 
in the insurance field would be a 
decidedly worth-while innovation. He 
mentioned what the life insurance 
business is doing in medical research 





Arthur F. Priebe 


Stanley C. Collins 
and told something of a research pro- 
ject that Penn Mutual has supported 
for some years—a follow-up on the 
results of cancer treatments. For a 
comparatively modest outlay, there are 
opportunities for tremendous accom- 
plishments in life insurance through 
research, said Mr. Adam. 

Chairman Arthur F. Priebe, Rock- 
ford, Ill., after expressing the Round 
Table’s appreciation for Penn Mutual’s 
gift, and the opportunity for service to 
the insurance profession that it repre- 
sents, announced the appointment of a 
committee to investigate projects for 
the use of this money, and to make 
recommendations to the MDRT exec- 
utive committee. The committee, ten- 
aively designated as the public rela- 
tions committee, has William T. Earls, 
Mutual Benefit Life, Cincinnati, past 
chairman of the Round Table, as its 
chairman. Oher members are Philip F. 
Howerton, Connecticut Mutual, Char- 
lotte, N. C., and Mr. Priebe. The com- 

(CONTINUED ON PAGE 26) 
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Batson Says A&S 
Is Part of Life 
Agent's Portfolio 


Is the performance of the life man 
hindered by the sale of A&S? Burn- 
ham L. Batson, manager at Chicago 
for Connecticut General Life, thinks 
not. In fact, he told Chicago Life Su- 
pervisors Assn. that A&S is a “very 
important part of the life agents port- 
folio.” 

Mr. Batson searchingly and _ pur- 
posely dug up objections to the sale of 
A&S by life men, but discounted them 
as minor when weighed against the 
advantages of selling A&S. 

Agents who combine A&S with life 
sales, he said, earn extra and sizable 
commissions, provide the public with 
a complete service and create good will 
among policyholders. He said A&S 
sales boost the annual compensation 
to his men by as much as 10% and up 
to 11 or 12% for the new men. 

What, then, are the hindrances? Is 
the continual detail of A&S too cost- 
ly and time consuming? Mr. Batson 
doesn’t think so, “if your company has 
a good claim department.” 


Will agents settle for an A&S sale 
and miss the life sale? Mr. Batson 
admitted that there is a public aware- 
ness of A&S, the premiums are cheap- 
er, and the public is more responsive 
to disability coverage than to life in- 
surance, but he doesn’t think this con- 
stitutes a major hindrance. “The weak 
man,” he said, “‘will miss the life sale, 
anyway, and at least with A&S he 
comes away with something.” Mr. Bat- 
son also believes the additional train- 
ing required for the life agent selling 
A&S is well worth it. 

He explained that life insurance ac- 
cumulates an estate for retirement and 
protects against premature death. A&S, 
he said, completes the portfolio of ser- 
vice to the public by giving protection 
against disability, which he said in a 
way is worse than death. 

Amplifying good will features of 
A&S, Mr. Batson explained that a life 
agent can go as long as 10 to 12 years 
without getting a single death claim 
from a policyholder, while at the same 
time he may get a great many A&S 
claims. To take a client a benefit check 
builds good will, he said, and not in- 
frequently those benefits find their 
way back in more insurance. “After 
all,” Mr. Batson said, “a living, satis- 
fied policyholder can be far more help 
to you than a dead one.” 

About 30 persons were present for 
the May meeting of the life supervisors, 
the last of the season. The group will 
have a golf outing July 19, details of 
which will be announced later. 

In a question and answer period, 
Mr. Batson assured supervisors that 
the sale of A&S does not pull down life 
sales. He said life and A&S don’t work 
against one another and they seem to 
increase together. 





Montana Agents Meet, 
Elect Sather President 


O. K. Sather, Helena, was elected 
president of Montana Assn. of Life 
Underwriters at the annual meeting in 
Great Falls. A. L. Kadlec, Missoula, 
was elected vice-president, and Wayne 
Eveland, Helena, secretary-treasurer. 
Mr. Sather succeeds George N. Wright, 
Northern Life of Washington, Great 
Falls. 

Other events of the three-day con- 
vention included meetings of Montana 


Quarter Million Dollar Round Table 
and Montana General Agents & Man- 
agers Assn. Among the speakers were 
John J. Holmes, state auditor and head 
of the Montana insurance department; 
Tom P. Patterson, vice-president and 
counsel of Western Life of Montana, 
who discussed “Problems of Business 
Liquidation”; Lou Staude, agency 
vice-president of World Insurance; 
Gordon V. Hockaday, Spokane, trustee 
of National Assn. of Life Underwrit- 
ers, and Sam B. Starrett Jr., Omaha, 
trustee of the National Association. 

The association will hold its 1957 
convention in Butte. 


Schaaff Heads LIAMA 
Agency Officers 


Charles H. Schaaff, vice-president of 
Massachusetts Mutual Life, was elected 
chairman of LIA- 
MA’s agency of- 
ficers round table 
at a 3-day meet- 
ing in Rye, N. Y. 
He succeeds Ray- 
mond C. Johnson, 
vice-president in 
charge of agency 
administration of 
New York Life. 

Elected to the 
committee for 3- 
year terms were 
Grant L. Hill, 
vice-president and director of agencies 
of Northwestern Mutual Life; William 
B. Stannard, vice-president in charge 
agencies of Occidental Life of Calif- 
fornia, and Grant Westgate, agency 
vice-president of Ohio National Life. 








Charles H. Schaaff 





Report Transamerica 
Has 2 Years to Withdraw 
from Insurance 


Transamerica Corp., which report- 
edly has at least two years to comply 
with new federal legislation requiring 
divestment of its insurance stocks, has 
given no indication of the steps it will 
take. 

President Eisenhower recently 
signed a bill which requires bank 
holding companies, similar to Trans- 
america, to rid themselves of non- 
banking assets. 

Transamerica currently owns all of 
the outstanding shares of Occidental 
Life of California, which is one of the 
top dozen life companies in the U. S., 
and also owns all or most of the stock 
of Automotive Ins. Co., Pacific Nation- 
al Fire, Manufacturers Casualty, and 
Paramount Fire. 


Occidental reports that it is the 
“prerogative of Transamerica to decide 
how to proceed in carrying out dictates 
of new federal legislation.” Occidental 
said, “Naturally many complicated 
factors are involved. According to our 
latest information no decision has 
been reached yet by Transamerica on 
the course to take regarding Occiden- 
tal or other subsidiaries.” 

It is understood under the new leg- 
islation that bank holding companies 
must divest themselves of “other busi- 
nesses within two years.” However, 
provision is made for extension of 
time under certain circumstances. The 
equity valuation of Occidental held by 
Transamerica has been set at $64,071,- 
793. 

Transamerica also has controlling 
stock interest in real estate develop- 
ment and manufacturing companies, 
and control of six banks having equity 
worth of $96.8 million. 


Michigan Agents 
Meet: Boast Record 
Membership of 2,073 


LANSING, MICH.—Some 300 dele- 
gates, representing a record-high 
membership of 2,073, attended the an- 
rual convention of Michigan Assn. of 
Life Underwriters here. 

Harry N. Phillips, Sun Life, Detroit 
was elected president, succeeding El- 
win M. Reed, National Life of Ver- 
mont, Battle Creek. Mr. Phillips, a 
trustee of National Assn. of Life Un- 
derwriters, was endorsed for nis sec- 
cond term. Other officers eiected were 
Thomas Hawkins, Equitable Life of 
Iowa, Jackson; Curtis Patton, Great- 
West Life, Pontiac; Leon Harris, North 
American Life of Chicago, Bay City, 
and Carroll Streeter, North American 
Assurance, Grand Rapids, all vice- 
presidents, and Harold Brogan, Ohio 
National Life, Lansing, secretary- 
treasurer. 

Stanley C. Collins, National associa- 
tion president, predicted that the life 
industry never would find a substitute 
for the agency system ana said com- 
panies and agents actually have iden- 
tical interests—maximum service to 
the public. He saw a serious problem 
in unlimited expansion of group cov- 
erage with an adverse effect on the 
entire economy because of the tenden- 
cy to relieve the average breadwinner 
of feeling himself individualiy respon- 
sible for building an estate. 

Mr. Collins, a Metropclitan Life 
debit man at Buffalo, asserted that 
more industrial life men should be 
brought into the association member- 
ship. 

Other speakers were Dr. Kenneth 
McFarland, education consultant of 
General Motors Corp., and Glenn 
Isgrig, Cincinnati general agent for 
Lincoln National Life. Dr. McFarland 
stressed the capabilities for success of 
men of average talents, pointing out 
that “93% of the people whe are fired 
lose their jobs for reasons other than 
lack of skill.” 

* e e 

Membership in the Michigan asso- 
ciation was reported at more than 200 
above the previous high of 1,858 at the 
end of 1954. The arsociation now has 
21 local affiliates, two of which were 
organized in the past year. They are 
the Central Michigan and Macomb 
County association. It was decided to 
hold the annual leadership training 
school for new local association offi- 
cers July 10 at Michigan state univer- 
sity. The annual sales caravan wil! be 
the week of Oct. 22. 

The only resolution adopted by the 
convention is one that slightly alters 
the by-laws to provide that the legis- 
lative committee consult with the di- 
rectors before adopting a policy rela- 
tive to pending legislation. The for- 
mer provision required submission of 
legislative recommendations to the lo- 
cal association. 





Seaate Committee Votes 


Down New SS Provisions 


The Senate finance committee head- 
ed by Sen. Byrd of Virginia has voted 
down all but one of the controversial 
provisions in a Democratic bill to lib- 
eralize the social security program. 
However, a provision was approved 
to lower from 65 to 62 the age at which 
widows of men covered by old age 
and survivors insurance become eligi- 
ble for benefits. 

The committee also voted for ex- 
tension of OASI to all professional 


—= 


groups now excluded, except phys 
cians and osteopaths, and voted th 
continue benefits to disabled depen, 
dent children beyond age 18, at whe} 
time they are now cut off. 

The committee disapproved ameng. 
ments voted last year by the House 
give disability benefits at age 50, loy, 
er the eligibility age of all women bep. 
eficiaries to 62 and increase social ge. 
curity taxes to finance the cost. Th 
deletions reduced from 1 million 4 
175,000 the number of persons thy 
would be added immediately to socig 
security rolls. 

Althcugh it was a victory for th 
administration, Sen. Johnson of Texa 
is expected to press for restoring th 
disputed features when the bill reachg 
the floor. 

American Medical Assn. has bee 
opposing the provision for OASI pay. 
ments to the disabled at age 50. 


Government Studies A&S 
Pool Among Companies 


But Insurers are Leery 


Leading A&S companies reportedly 
have turned down the proposal by 
Secretary of Health, Education & Wel. 
fare Folsom to form a pool to expand 
health coverage, particularly in the 
catastrophic field. 

Industry representatives, it is said, 
did not want to ask Congress to amend 
anti-trust laws to permit the pooling 
because passage of the legislation j 
unlikely and it might create an un 
favorable public impression that the 
business seeks anti-trust exemption 
While they feared an effort to obtain 
this exemption might lead to a de. 
mand for federal regulation of insur- 
ance, they did not want to appear 
uncooperative with the government by 
failing to endorse anti-trust exemp- 
tion. 

However, federal officials said it 
may be possible to develop a pod 
among smaller A&S companies, some 
of which are understood to be inter- 
ested. Precedent for anti-trust exemp- 
tion of small companies is seen in the 
small business administration act. 











Columbus National Takes 


Over Atlanta Insurer 


All American of Atlanta with $12 
million in force has transferred all of 
its assets, liabilities and business in 
force to Columbus National Life and is 
in the process of liquidation. All Amer- 
ican stockholders received one share of 
Columbus National stock for each three 
shares of their stock. 

Ellis Arnall is president of Columbus 
National. R. E. Cannon, former presi- 
dent of All American, becomes a direc- 
tor of Columbus National. A. J. Mun 
day, executive vice-president, continues 
an officer of Columbus National. 

All American had $8 million indus- 
trial, $2 million ordinary and $2 million 
group in force. 





Organize New Deatal 
Group Plan in N. Y. 


Dental Insurance Plan, Ince. 2 
Court street, Brooklyn, has been or- 
ganized to offer non-profit group 
dental coverage to low income emn- 
ploye and union groups of 50 or more 
members. 

The cost will be $1 a month for each 
insured, $2 for insured and spouse and 
90 cents apiece for children under 18 
At least 75% of a group must enroll to 
be eligible, regardless of the present 
condition of their teeth. ; 

Benefits include annual examination 
of the mouth; annual radiographic ex- 
amination, consisting of full mouth x- 
ray series; annual cleaning of teeth; all 
necessary fillings of silver amalgam o 
porcelain; extractions where indicated, 
and emergency visits requiring any of 
these services. 

Lewis Weingarten, general agent of 
Union Casualty & Life in Brooklyn, 
administrator of the plan. 
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| The Walls Are Tumbling 


Down In Kansas City 


Kansas City is demolishing its slum areas. 

The traditional civic pride and vigorous spirit 
which built a river town into an important city is 
once again at work. Out of the dust and rubble will 
rise still more contributions to good living in the 
Heart of America, beginning with an excellent 
six-lane traffic-way darting like an arrow straight 
into the heart of downtown Kansas City, This 
traffic-way will be the gateway to the heart of a 
city where the emphasis is on good living, where the 
friendly, progressive spirit is as sincere 


as the firm clasp of a hand. 


It’s this emphasis on good living that 
makes Kansas City a better place in which to live 
and work, and it’s this same emphasis on good 


living that, over the past 60 years, has built 


Kansas City Life Insurance Company—an emphasis on 


better and better living for its policy holders 


and its associates everywhere. 
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Boston CL U 
chapter’ celebrat- 
ed its 25th anni- 
versary at a lunch- 
eon at John Han- 
cock’s home of- 
fice. Solomon S. 
Huebner, presi- 
dent emeritus of 
American College, 
spoke. Shown (left 
to right) are Sum- 
ner Rodman, New 
England Life, 
president of Bos- 
ton CLU chapter; 
President Paul F. 
Clark of John 





Hancock; Mrs. Huebner; Mr. Huebner, and George Neitlich, manager of Metro- 
politan Life in Dorchester and president of American Society. 








New Dallas Insurer Takes 


Over Atlas American Life 


American Atlas Life, member of the 
Joe A. Irwin group of Texas companies 
that was placed in receivership, has 
been taken over by Physicians Life & 
Accident of Dallas, which was organ- 
ized about a year ago and now has re- 
ported assets of $1,500,000. Physicians 
L.&A. will assume some $6,500,000 in 
life policies and about $4,000 a month 


in A&S business. The transaction also 
involves payment of $23,852 in out- 
standing claims and $99,100 on behalf 
of stockholders. 


Wood Is Occidental GA 


James A. Wood, formerly with Penn 
Mutual Life at Riverside, Cal., has been 
named general agent there for Occi- 
dental Life of California. Mr. Wood 
joined Penn Mutual Life at Los Angeles 
in 1948 and went to Riverside in 1951. 











@ PREFERRED 99 PLAN—a low-cost, high cash- value protection. 
(One third of sales currently on this plan.) 


@ NON-CAN plans and Major Medical. Complete line of Loss of 
Time and Hospital and Surgical policies. With the industry's 
newest features and provisions. 


@ ANICO CO-OP PENSION PLAN 
* Designed for the small employee group. 
* Priced for the small employee group. 


@ SPECIAL MTG. PLAN—covers death or temporary disability. 
Something new in this big field. 


@ Complete Sub-Standard consideration. Franchise. Bank Draft. 


Leadership in Merchandise is part of the answer to ANICO 
tripling its size in ten years. Such growth develops room for 
more to share in future growth . . . 


REPRESENTATIVES © BROKERS e@ SPECIAL BROKERS 
Openings everywhere in 38 states 
Inquiries about these or other openings for those 


with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


~~ 


INSURANCE Co. 


GALVESTON, TEXAS 


OVER 3% BILLIONS OF 





INSURANCE 


ROYAL 
WELCOME 


ANICO 


"on target of public 
demand” plans 


IN FORCE 








Seek to Liberalize 
Controversial Point 
in GAMC Ethics Code 


General Agents & Managers Assn., 
through GAMC News, is asking its 
members for comments on a proposed 
change in the wording of the GAMC 


code of ethics. The change was recom- , 


mended by the GAMC committee on 
management practices, headed by Free- 
man Wood, Lincoln National, Chicago. 

The change involves paragraph 7, 
which covers negotiating with an agent 
of another manager or general agent. 
This paragraph now obligates the sub- 
scribers to the code “to refrain, di- 
rectly or indirectly from correspon- 
dence, circularization, advertising or 
otherwise from negotiating for the 
services of any agent who is under 
other than a ‘broker’s’ or ‘one case’ 
agreement or contract with any other 
manager or general agent without first 
informing his manager or general 
agent.” 


The wording suggested by the com- 
mittee would only bind the signers “to 
initiate no negotiations for the serv- 
ices of any agent who is under other 
than a ‘broker’s’ or ‘one case’ agree- 
ment or contract with any other man- 
ager or general agent and to make no 
offer to such agent without first con- 
sulting with his manager or general 
agent.” 

The obvious difference in the new 
version is that a signer would no longer 
be obligated to get in touch with the 
general agent or manager of an agent 
who initiated negotiations looking to- 
ward a change. 

Paragraph 7 has been a center of 
controversy ever since it was incorpor- 
ated into the code. Many felt it to be 
unrealistically restrictive. 





Equitable Launches 


Management Program 


Equitable Society has launched a 
new managerial development program 
consisting of a series of regional con- 
ferences in which agency and unit 
managers meet in small groups to 
cover the philosophy and technique of 
their jobs in a personalized and speci- 
fic manner, with future objectives in 
view. 

Training, recruiting, supervision, 
leadership and business management 
segments of the managerial problem 
will be covered one at a time in con- 
ferences held in key areas. Field vice- 
presidents will schedule the segments 
and take an important part in the 
meetings. 

Conferences already have been held 
at Andover, Mass., Hartford and Syra- 
cuse. Each made more concrete the 
standard training program for new 
agents, including materials not previ- 
ously available to them, organized 
sales plans which are proving success- 
ful, and detailed treatment of a com- 
plete on-the-job training program 
through joint efforts through the unit 
sales manager. Ralph M. Thykeson, 
northeastern department field vice- 
president, helped plan these meetings. 

When all segments are completed, 
they will give managers and agents 
the benefits of continuous training and 
supervision based on latest methods. 
Individual guidance will be stressed. 

One feature which takes account of 
local needs is intended to give the 
men specific, long range plans tailored 
especially for the locale and the indi- 


——" 


vidual, according to Clarence C. Metz. 
ger, 2nd vice-president. With these, 
the manager can follow up technique 
acquired in segment seminars. Lo 
range plans will be completed in detajj 
after each seminar and submitted t 
field vice-presidents for review ang 
approval. 

Another conference also on training 
was held recently at Pocono Manor, 
Pa., for agencies in the Syracuse ang 
Rochester, N. Y., areas. 





Sees Wide Variance in 
Insurance Spending 
Related to Sales Calls 


There is such a wide variance in life 
insurance spending among people at 
all income levels that much of the 
swing must be due to the frequency 
and quality of agents’ sales contacts, 
Charles K. Reid II, senior consultant 
of LIAMA, told a Chicago meeting of 
Fraternal Field Managers Assn. 

Mr. Reid said there is a greater 
variance in life insurance spending 
than for anything except the purely 
discretionary items of alcohol and to. 
bacco. He based his statement upon a 
LIAMA report on family spending in 
the U. S. which took detailed infor- 
mation from 12,000 family units in 9] 
cities. 

Taking the $5,000 to $5,999 annual 
family income bracket for an example, 
Mr. Reid pointed out the lowest quin- 
tile (1/5 or 20%) of these families puts 
$12 a year into life insurance while 
the highest quintile spends $376. for 
this purpose. The average was gbojt 
$200. an 

He suggested that one reason for this 
wide variance might be that many 
people consider life insurance a dis- 
cretionary expenditure, since _ the 
amount spent for it varies more than 
all other expenses except the two most 
discretionary. 

The other reason, he said, might be 
that the amount spent depends largely 
on frequency and quality of sales con- 
tacts by agents. Perhaps many at the 
low end of the scale have not seen an 
agent for several years. 

If the lowest quintile in this one 
income bracket could be raised to the 
median for that bracket, insurance in 
force could be doubled in this country. 
Startling results could come from up- 
grading other income groups, too. This 
is a specific objective translated from 
market potential into terms which 
agents can attack. 

The key is salesmanship. The busi- 
ness has not established the habit of 
buying every couple of years, as the 
auto industry has, and perhaps it 
never will. But it can establish the 
habit of selling periodically, of getting 
people up to their potential in life 
insurance ownership, if it is aware of 
the signs of the times and acts ac- 
cordingly, Mr. Reid said. 


Provident Mutual Life 
to Enter Group Field 


Provident Mutual Life will enter the 
group field. The decision resulted from 
research and analysis over several 
years. 

Charles E. Probst, associate actuary, 
has been named to the new post of 
manager of the group department and 
will be reesponsible for its develop- 
ment and operations. He has beet 
with the company since 1954. 








Kenneth E. Truax, formerly in in- 
surance at Indianapolis, has joined the 
home office staff of American United 
Life. 
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IN THE CLASSROOM, State Farm Agent Bruce E. 
Hiser attends a workshop conducted by an Agency 
field instructor. This helps him develop skills to 
take full advantage of his automobile insurance in- 
formation in recommending family life and fire 
insurance programs. 


“TO EARN MORE, LEARN MORE” 


IN THE FIELD, Agent Hiser applies classroom know]- 
edge in answering a policyholder’s question about 
his automobile insurance. When you are also 
trained in all phases of the ‘‘personal insurance” 
program—as State Farm agents are—every con- 
tact of this kind can be of great future importance. 


STATE FARM PROVIDES COMPANY-WIDE TRAINING PLAN 
TO HELP AGENTS IMPROVE SKILLS, EARNING POWER 


As a new State Farm agent places more and more automobile insurance, he 
develops the insight for family financial security and protection. 
That’s State Farm’s “‘personal insurance” plan. To make sure that 
every agent has the training and skill he needs to take full advantage 
of his growing list of prospects, State Farm provides a continuing 
program of instruction for agents in every phase of experience. 
After an individual course in auto, life and fire insurance principles 
lasting a minimum of six months, the agent can progress through 
three more phases of training. The first phase perfects basic techniques 
and procedures. The next course is concerned with the more advanced 
phases of multiple service. Advanced courses, tailored to fit the 
individual agent, deal with such special subjects as higher life values, 
complete programming, and estate analysis. State Farm courses 
involve home study, classroom lectures, clinics, demonstrations and 
workshops, combined with supervised field training at every step. 


Do State Farm agents feel this training is worthwhile? They 
seem to. When this page was set in type, more than 6,000 of 
them were participating in various phases of the plan. 


This is one in a series of advertisements to acquaint you with 
State Farm Life Insurance Company, Home Office: Bloomington, 
Illinois. If you want to know more about any aspect of State Farm opera- 
tions, simply write: ‘Director of Public Relations.” 
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Protective Appoints 
Several General Agents 


Protective Life has appointed these 
general agents: 

Gadsden, Ala., Ralph Mackey, who 
has been with Life of Virginia for sev- 
en years, the last two as associate 
manager. 

Fort Worth, J. F. Rowland, who has 
been manager of Texas Prudential and 
formerly was with American National. 

Miami Beach, Herbert C. Bogner, 
who was a district manager of the 
Maccabees and formerly was with 
Kentucky Home Mutual. 

Concord, N.C., Raleigh A. Thompson, 
who was with Mutual Benefit H&A 
for two years. 

Norfolk, Va., Jack Hamrick, who was 
with Lafayette Life for three years. 

South Boston, Va., Addison B. Powe 
who was in the business until 10 years 
ago when he took an automobile dis- 
tributorship. 

Jackson, Miss., Leroy Moore, who 
was a division manager of Prudential. 

Nashville, Stanford L. Ritter, who 
was with New England Life and Lin- 
coln National Life. 

Dallas, John E. Henry, who was with 


Fidelity Union Life. 

Daytona Beach, Edward E. Carr, who 
was an ordinary division manager of 
Prudential. 

Knoxville, P. B. Russell, who has 
been with Pilot Life, and Mutual Ben- 
efit Life. 

Albany, Ga., L. R. Varnadoe, who 
was with Life of Virginia for seven 
years. 


Bankers Don’t Like 
Bank Draft Plans 


The May issue of Banking, official 
publication of American Bankers Assn., 
has an article on the draft plan of pay- 
ing life insurance premiums. The study 
covered about 8,000 banks. The study 
shows that the banks are against the 
idea, about nine to one, although about 
3,000 of the banks already have such 
plans in force. However, of the 3,000 
banks having such plans only 73% are 
against them, a smaller percentage 
than for the entire group surveyed. 








Dubicz at Chicago for Occidental 
Steve J. Dubicz has been named as- 
sistant manager at Chicago for Occi- 
dental Life of California. Mr. Dubicz 
formerly was with Prudential for five 
years and in sales promotion work. 





EVERYONE'S 


TALKING! 


OUR GENERAL AGENTS— 
ABOUT CROWN LIFE’S 
—Lower rates 
—New Policy Plans 
—Greater Opportunities 


BROKERS AND SURPLUS WRITERS — ABOUT CROWN LIFE’S 
—Ability to provide the extra services they need. 


POLICY OWNERS — ABOUT CROWN LIFE’S 


—Low cost protection 


—Understandable policies 
—Our outstanding record of achievement 


kor comparisons at a glance — ask for Crown Life’s dial-a-rate card 
—rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 
HOME OFFICE, TORONTO, CANADA 


Over One Billion in force in our 53rd year 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California, 
Colorado, Delaware, District of Columbia, Florida, Georgia, 
Hawaii, Idaho, Indiana, Kansas, Louisiana, Maine, Maryland, 
Michigan, Minnesota, Mississippi, Missouri, Nevada, New 
Jersey, New Mexico, North Dakota, Ohio, Oregon, Pennsyl- 
vania, Puerto Rico, South Carolina, Tennessee, Texas, Utah, 

Vermont, Washington, Wyoming, and now in NORTH | 


CAROLINA, the 33rd state. 











Prudential Promotes 6 
in Ordinary and Group 


Prudential has made these promo- 
tions: 

William K. Kalteissen becomes ex- 
ecutive director of the ordinary agen- 
cies department. He joined the compa- 
ny in 1940 and was manager at Trenton 
when he was advanced to director of 
agencies last year. 

Armand C. Stalnaker becomes exec- 
utive general manager of the ordinary 
agencies department. A CLU and for- 
mer Ohio state university faculty mem- 
ber, he joined the company in 1950 and 
has been general manager since 1953. 

Edwin L. Lineberry becomes execu- 
tive general manager of the group de- 
partment. He joined the group depart- 
ment in 1934 and has been general 
manager since 1952. 

James R. Deans becomes general 
sales manager of the group department. 
He has been associate director. 

Clair F. Carlin becomes director of 
agencies in the ordinary agencies de- 
partment. He has been assistant direc- 
tor of agencies. 

H. Fred Monley becomes director of 
training. A former LIAMA executive, 
he has been associate director of the 
field training organization for three 
years. 





Carbonara Named NYU Professor 

E. Vernon Carbonara has been ap- 
pointed adjunct assistant professor of 
insurance at New York university’s 
school of commerce, accounts and 
finance. He is a CLU and a CPCU and 
was formerly an agent of Connecticut 
Mutual Life and Penn Mutual Life. 





Consolidate Indiana Companies 
Associates Life and Associates In- 
come, both of Indianapolis, will be 






consolidated about June 1 under th 
name Associates Life. The consojj 
dated company will have a capital 
$600,000, surplus of $1,200,000, ap. 
proximately $9 million of life insy,. 
ance in force and $150,000 of anny 
A&S premium income. 


Pan-American Record 


Set in President's Month 


Winning agencies in Pan-America 
Life’s annual president’s month cam. 
paign, which this year set a new recor 
with more than $22 million produce 
were as follows: Class AAA, Hester; 
Hester, Jackson, Miss. The Pennsylya. 
nia agency was runner-up followed }y 
the McKenzie agency, Alexandria, I, 
Hester & Hester exceeded its quota hy 
242%. 

Class AA: L. J. Ault, Tulsa, wa 
winner, exceeding its quota by 369%, 
runner-up, Carter agency, Cincinnati 
followed by the Deniel agency, Bir. 
mingham. 

Class A (new general agency organ. 
ization, standing based on total pai 
premiums): Quartararo agency, Beau. 
mont, Tex., winner; runner-up, Lena 
agency, Shreveport, La., followed }y 
Blaul, Baltimore. 

Competition in Class AAA and Clay 
AA was based on percentage of ip. 
crease of premiums over average pre 
miums per month during 1955. Indi. 
vidual prizes went to 157 field person. 
nel. Top qualifier was Mrs. Willy Mall 
Lee, Jaekson, Miss.; followed by F. J 
Mikulenka, Shiner, Tex., and A. Ff 
Shuey Jr., Shreveport. 


Ohio National Seminar Held 
Ohio National Life held a semina 
on general agency administration a 
Cincinnati for 12 leading gener 
agents and division managers. The in. 
tensive two weeks of study were con. 
ducted by B. W. Dornbirer, directo 
of agents’ training, and Russell M 
Logan, agents’ training assistant. 
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_ Take Advantage Of 












We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. (We pay for 
them.) 


LIFE INSURANCE COMPANY OF AMERICA 
Puts Strong Force Behind Your Efforts! 


Etere’s HEiow It Works 
EF'or You: 


® If you are qualified to build an agency. 
We have what we believe to be the 


best answer. 
® An excellent program from “mail to 
sale.” 
© We invite quality agency inquiries. 
© We invite brokerage inquiry. 
® Local advertising at no cost to you. 





(To age 75) 
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WILMINGTON 99 
Write to JAY 





YOU CAN STIMULATE MORE INTEREST WITH 


LIFE INSURANCE COMPANY OF AMERICA 







DELAWARE 
ARNET, Director of Agencies oe 
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Opportunities in Maryland, Pennsylvania, Illinois, Indiana, Delaware, Arkanso’. 
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JOHN B. SANDERS 


With no sales experience, 
John Sanders, a former 
pilot, earned in cash over 
$10,000 in his first year as 
a Franklinite. His progress 
since then has been 
phenomenal. He has 
qualified as a Life Member 
of the MDRT;; is a member 
of our Sixty Club and Key 
Club; is a Quality Award 
Winner. 

Here is a record of his 
cash earnings: 


1949 .... $ 10,396.50 
1950 .... 10,127.79 
1951 .... 11,265.08 
1952..... 13,737.77 


1953 .... 22,761.81 
1954 .... 45,451.80 
1955 .... 44,661.98 


7 year total $158,402.73 


") will he forever 
grateful te the 
F e 


Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 

Almost exactly two years ago I wrote you, “It 
wasn’t just luck and hard work; it was Franklin 
Specials. You don’t fly an airplane for seven years, 
and then suddenly make $10,000 the first year in our 
business without a little help.” 

In the years that have intervened, the story has 
grown more and more wonderful. Franklin Specials 
have continued to make each year gratifying beyond 
my wildest dreams. 

Today the tax angle is becoming increasingly im- 
portant to me—and not from the client’s standpoint 
either. I am calling in tax experts for myself. 

Honestly, I am completely happy, and without 
complaint. My ten calls a day on Franklin Specials 
easily produce my weekly quota. (I expect to con- 
tinue as a member of the Million Dollar Round 
Table.) And still, I have plenty of time for agency 
development. In fact, we are developing two agencies 
simultaneously. 

This is a wonderful business, and ours a wonderful 
company, But let there be no misunderstanding. If I 
didn’t have our Specials, I wouldn’t have anything 
. .. it would take all my time to write my own mil- 
lion—with no time left for agency development, (I 
wouldn’t have tax problems either.) 

I will be forever grateful to the Franklin for help- 
ing me to become a very well paid insurance execu- 
tive, and in a very short time. Actually, I am just 
getting started. 


Lake Charles, Louisiana 
March 26, 1956 


Yours truly, 
John B, Sanders 


An agent cannot long travel at a faster gait than the company he represents! 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


N INSURANCE 
COMPANY 
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DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Dollars of Insurance in Force 
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/ETNA LIFE’S 5 FORWARD STEPS | 


I. Basic Estate Control Plan School. 


yd Career Course. 
@ 





avance 
ain 


of mailing pieces demonstrating 


the effectiveness of Atna Life 
training methods. 
@ © t U: Participation. ‘ 


a oi Leaders Seminars and Regional Meetings. 
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TO SALES LEADERSHIP 


FAttna Life’s Advanced Training Increases Earning Power 


Step three in tna Life’s training offers 
the representative an integrated program 
geared to success in the realm of advanced 
underwriting. 
e A business insurance and tax course at 
the general agency provides comprehen- 
sive training in using life insurance for 
business, state and federal tax obligations 
and estate conservation purposes. Joint 
selling applies these principles to specific 
Etna Life sales plans. 
e The Home Office Advanced School 
lasting two weeks provides further experi- 
ence in the application of these princi- 
ples and the use of Attna Life’s Business 
Insurance and Estate Analysis plans. 
e Frequent field clinics with Home Office 
experts and a heavy schedule of joint so- 
licitations continue to put this advanced 
knowledge to work — making sales in 
the areas of Business Insurance, Estate 
Analysis and Employee Benefit Plans. 
Etna Life Advanced Training enables sales- 
men to handle larger cases, sell more affluent 


The comprehensive business insurance and tax 
course is kept constantly up-to-date with changing 
business conditions and legislation. I[t is an un- 
abridged, technical course which enables the sales- 
man to find an intelligent soluti to pl 

business, tax and estate conservation problems 
with other members of the estate planning team — 








The Atna Life Home Office Advanced School 
stresses the practical application of the text material 
in the advanced course. Advanced Business In- 
surance problems are covered in relation to busi 

organization, management and agreements. Es- 
tate conservation principles include taxes, wills 
and trusts and an advanced use of the Atna Life 





prospects. 


attorney, accountant, trust officer. Estate Control Plan. 


AEINA LIFE BUSINESS INSURANCE PLANS FOR .. . 





KEY MAN 


PARTNERSHIP ORATION 


pa URINE 


SOLE PROPRIETOR 
RaRaRRREE 





The breadth of the Atna Life policy line makes it possible for the salesman to cover each individual business situ- 
ation. In addition, Atna Life representatives are backed up with field tested selling aids for every business set-up. 
This material helps simplify the selling process, results in more successful interviews and more completed sales. 





Three in arow. Certificates of accomplishment in Atna Life's Basic Estate Con- 
trol Plan School, Career Course and Advanced School. The Atna-trained 
salesman is well grounded in all aspects of life insurance fundamentals and sell- 
ing — can talk to any prospect on his business, professional or family situation. 


Agency clinics are held periodically, conducted by experts in special fields. 
These experts help salesmen develop specialized markets, make joint calls, and 
keep them current on all ph of busi insurance, estate analysis and 
employee benefit plans such as salary budget programs and pension trusts. 





tna Trains fox Success! 


AE TNA LIFE 


INSURANCE COMPANY Hartford, Connecticut 
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Explains Split-Dollar Plan 


Hottest Business Insurance Approach Can 
Open New Commission Vistas for Producers 


An illuminating discussion of the 
hottest topic in business inSurance to- 
day—the split-dollar plan—helped to 
attract an attendance at the annual 
meeting in Milwaukee of Wisconsin 
Life Leaders Round Table that was 
larger by far than for any previous 
meeting of the group. 

Nuancing the plan whose attrac- 
tiveness was enhanced considerably by 
a recent tax ruling was H. P. Graven- 
gaard, vice-president of the National 
Underwriter Co., editor of the Dia- 
mond Life Bulletins and author of 
many well-known business insurance 
publications. The Diamond Life Bul- 
letins, incidently, has just published a 


booklet on the split-dollar plan that is 
addressed directly to employers in 
their language and that can used ef- 
fectively by the agent who is interest- 
ed in boosting his commissions by sell- 
ing this plan. 

In his introductory remarks, Mr. 
Gravengaard spoke enthusiastically of 
the amazing growth in the annual vol- 
ume of business insurance written dur- 
ing the last 10 years. Emphasizing the 
boom is not a flash in the pan, he cited 
convincing reasons why business in- 
surance offers great opportunity for 
most agents in the years ahead. An 
abridgement of his discussion of the 


split-dollar plan follows: 

There are several reasons for this 
booming popularity of the split-doliar 
Plan, namely: 

I. It serves a very vital business pur- 
pose. 

The most urgent problem of business 
today—sole proprietorships, partner- 
ships, corporations, of all sizes—is the 
retention of promising young men who 
may develop into key executives. The 
demand for college men with special 
training or talents for business far ex- 
ceeds the supply; and competition for 
such men with a few years of business 
experience is terrific, and will increase 
in the immediate years ahead. 

II. The most urgent need of a young 
man of key executive caliber, with a 
growing family, is an adequate pro- 
gram of life insurance. Under present 
high living costs and taxes most young 
men cannot provide the desired protec- 


























GROUP MAJOR MEDICAL 


There are many reasons why Lincoln 
National agents like to sell their Com- 
pany’s new Group Comprehensive Ma- 
jor Medical coverages. These flexible 
plans eliminate the prospect’s need for 
a basic hospital and surgical plan. 
Available to all groups of 25 or more 


employees, 


THE 


LNL agent’s 


Group Comprehensive Major Medi- 
cal, added to Lincoln National’s already 
broad range of employer-employee 
benefit programs, provides another 
reason for our proud claim that LNL 
is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 


they greatly expand the 
Group market. 











tion for his loved ones. 

These two pressing and basic needs 
make the split-dollar plan literally a 
God-send to both employer and em- 
ployee: 

(1) It makes it possible for the em. 
ployer to do something of great benefit 
to the employee and his family, which 
the employee could not do on his own, 
Sizable salary increases are not always 
possible, advisable, or practical in 
view of the high taxes. 

(2) It makes it possible for the em- 
ployee to provide additional, substan- 
tial life insurance protection for his 
family, at very low cost—far less than 
the cost of group term insurance. 

III. New Treasury ruling—Rev. Rul. 
55-713, IRB 1955-49, 7, published De- 
cember 5, 1955—declares payments by 
employer are no longer considered tax- 
able income to the employe. 

This ruling removes a formidable 
roadblock, and puts the Treasury De- 
partment’s stamp of approval on this 
plan. Thus an employee’s cost for this 
insurance has been cut by as much 
as 50% to 80%. 

This ruling has literally created a 
bonanza in the field of split dollar 
insurance. 

Brief Outline of Plan 


The employer applies for a policy— 
usually ordinary life or life paid-up at 
65—on employee’s life, and has all 
ownership rights 
in the policy ex- 
cept employee’s 
right to name the 
beneficiary of his 
share of the pro- 
ceeds. The em- 
ployer is_ irrevo- 
cable beneficiary 
of the proceeds to 
the extent of the 


cash values. The 

balance of the pro- 

_ “= ceeds is payable 

H. P. Gravengaard to the employee's 
beneficiary. 


The employer pays that portion of 
each annual net premium which equals 
the increase in the cash value. The 
employee pays the rest of the premium 
each year until the increase in cash 
value equals or exceeds—in 7-10 years 
—the net annual premium. 

The cash value is always available to 
the employer, and is never less than 
the amount he has paid in. Eventually 
it exceeds the amount paid by the em- 
ployer. 


The employee's family gets the larg- 
est protection during the first policy 
year, gradually decreasing, year after 
year. Meanwhile he is gradually build- 
ing up a supplementary estate for his 
family. 

The heaviest cost to the employee is 
during the first year when the policy 
usually has no cash value. If the first 
premium is too much for the employee, 
the employer usually makes a loan for 
the amount needed—to be repaid over 
a period of years. This is of course a 
bonafide loan which the employee is 
obligated to repay and state laws on 
corporate loans would apply. 

If the employee quits the organiza- 
tion, he can either drop the insurance 
which has given him unusually cheap 
protection while in effect, or he can 
take it over by payment of an amount 
equal to the cash values and thus have 

(CONTINUED ON PAGE 20) 

















|| 








‘ 18, 1956 





asic needs 
literally a 
and em. 


r the em. 
at benefit 
ily, which 
1 his own, 
ot always 
ctical in 


r the em- 
substan- 
1 for his 
less than 
ice, 
Rev. Rul, 
shed De. 
ments by 
ered tax- 





rmidable 
sury De- 
| on this 
for this 
aS ~much 


reated a 
it dollar 


policy— 
id-up at 
has all 

rights 
‘icy ex- 
ployee’s 
ime the 
of his 
he pro- 
e em- 
irrevo- 
eficiary 
eeds to 
of the 
s. The 
he pro- 
dayable 
loyee’s 


tion of 
equals 
e. The 
emium 
nN cash 
) years 


able to 
s than 
itually 
le em- 


> larg- 
policy 
after 
build- 
or his 





yee is 
policy 
> first 
loyee, 
in for 
| over 
irse a 
yee is 
Vs on 


iniza- 
rance 
cheap 
> can 
10unt 
have 











May 18, 1956 


LIFE INSURANCE EDITION 


ll 








Evaluation and Appraisal Link Between Agent 
and Manager Who Wants to Help Him Grow 


Any agent who wants to grow can 
be helped by any manager who wants 
to help him, and 
the link between 
them is evaluation 
and appraisal, 
Horace R. Smith, 
superintendent of 
agencies of Con- 
necticut Mutual 
Life, advised the 
annual New Eng- 
land management 
conference, at 
Swampscott, 
Mass. 

“We have found 
that evaluation and appraisal helps 
to produce proud, successful men of 
achievement,” said Mr. Smith, whose 
topic was “Agent Evaluation and Ap- 
praisal for the 1956 Market.” The al- 
ternates to these two techniques are 
hard knocks and experience. 

If the most is to be made of the 1956 
market, the science of agent evalua- 
tion must be mastered and the arts of 
appraising the evaluation and persuad- 
ing the agents to act accordingly must 
be learned. Any new or experienced 
agent can be evaluated only when it is 
known what he is doing in terms of 
expenditure of units of effort which 
are known to be right for a man of his 
level of experience and working in the 
type of market in which he should 
travel. 





H. R. Smith 


The agent must be shown what 
needs to be done and be held accounta- 
ble for performance. But if he does not 
do what he has been trained to do, 
either he has not been trained correct- 
ly or he has not been properly oriented 
in attitude toward his responsibilities. 
Therefore, management must sell the 
agent on the evaluative technique. The 
agent will begin to gain confidence 
when he becomes aware of the prog- 
ress he is making, Mr. Smith pointed 
out. 

The appraisal technique begins 
when the agent’s manager attempts to 
learn the meaning of what has hap- 
pened. He may deduce the obvious by 
direct testimony and, through induc- 
tive reasoning, learn the less obvious 
things which will enable him to give 
the agent wise counsel, sound guidance 
and a big step up the ladder. 

The main skill areas which influence 
the level of success attained by the 
agent are market development, mas- 
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tery of adequate sales procedures suit- 
able to the market, and the art of self- 
management in order to produce an 
environment in which the first two 
skills may operate. Big producers reach 
their high volume by developing re- 
markable skill in all three areas. They 
do not have prospecting problems and 
never feel inadequate in handling a 
sales situation with a well-chosen 
prospect, Mr. Smith said. 

Personal and business inefficiency 


is the only production limit imposed 
on successful and established agents. 
Some inefficiencies can be eliminated 
and others probably should not. The 
human element in the business must 
remain as it is, and men must enjoy a 
degree of freedom from self-regimen- 
tation or they lose much that is to be 
gained by going in business for them- 
selves, Mr. Smith declared. 

He said he had found agreement in 
the fact that “most of our defeats have 
been encountered in the area of self- 
management which some men seem to 
get and keep, others seem to get and 


lose, and still many more never get 
and so never stay in the business long 
enough to learn.” 

The 2-day session at which he spoke 
was sponsored by New England Gen- 
eral Agents & Managers Assn. 





American Mutual School 


American Mutual Life has complet- 
ed its spring training schools. The ca- 
reer training school was held April 16- 
20, followed by the advanced training 
school April 23-27. The home office 
teaching staff was headed by Bert 
Merrill Jr., assistant superintendent of 
agents. 





‘To Worthy Winners: 


Toledo’s Floyd A. Rosenfelt has been in the 
life insurance field since 1930. He has been 
an agent, supervisor and manager. He joined 
the Connecticut Mutual in 1944 as general 
agent at Toledo. 





Pwr] 


Omaha’s Paul C. Kaul has been in life 
insurance since 1931 when he joined the 
Connecticut Mutual as a representative in 
Topeka, Kansas. He was later appointed 
supervisor and in 1939 was appointed gen- 
eral agent at Omaha. 





The President’s Organization 
Trophy is awarded each year to 
five general agencies that have 
done the finest jobs of sound 
agency building and development. 

We take pride in saluting the 
1955 winners: The Hunken 
Agency, Chicago; The Fluegelman 
Agency, New York; The Josephson 
Agency, New York; The Kaul 
Agency, Omaha; and The Rosen- 
felt Agency, Toledo. 





New York’s Halsey D. Josephson has been 
in the life insurance field since 1930. He 
has been an agent, supervisor, and general 
agent. He came to the Connecticut Mutual 
as general agent at New York in 1949. 








New York’s David B. Fluegelman has been 
in the life insurance field since 1931. He 
came with the Company three years ago 
with an outstanding record as an agent and 
was made general agent of one of CM’s 
oldest and largest agencies. 





Chicago’s Henry C. Hunken has been in 
life insurance since 1929 when he joined 
the Company as brokerage supervisor at 
New York. He was later supervisor at New- 
ark and was general agent at Springfield, 
Massachusetts from 1936 to 1940, leaving 


that post for Chicago. 








* OVER 
S waettowro ) 
Wee ™ $9 


The Connecticut Mintual 


LIFE INSURANCE COMPANY : HARTFORD 











12 


HeNATIONAL UNDERWRITER 





May 18, 1956 





Bankers Nat'l Ordinary 
Sales Up 65% in April 


Bankers National Life ordinary sales 
in April were up 65% and total sales, 
including group, were up 288%. Ordi- 
nary sales in April were exceeded only 
by January and February. 

Ordinary sales in the first four 
months were up 31.7% and ordinary 
and group combined were up 96%. The 
increase in insurance in force in the 
first four.months was up 169%. Life 
in force totaled $339,193,605. 

Ordinary policies averaged $10,205, 
up $2,478. 


400 Agents Strike 


at Home Life of Pa. 


Four hundred agents of Home Life 
of Philadelphia have gone on strike 
following a breakdown in month-long 
negotiations for a new contract be- 
tween the company and Insurance 
Workers of America Union, AFL-CIO. 

The union asked $7.50 a week ex- 
penses, commission increases, a reduc- 
tion in reporting days and other con- 
tract changes. . 

The company’s offer included in- 
creases in ordinary and monthly debit 
ordinary commissions. The company 


termed union demands excessive and 
unrealistic and said the present agree- 
ment already provides industrial col- 
lections and new business commissions 
considerably above the industry aver- 
age. 





Hancock Names Area Supervisor 


John Hancock has appointed Walter 
H. Zucker regional supervisor, admin- 
istration, in the metropolitan New 
York and Connecticut territory. He 
joined the company at Jackson Heights, 
N.Y., in 1945 and has been assistant 
district manager at Long Island City, 
N.Y., since 1949. 














Pittsburgh, key industrial city and ex- 
panding insurance market, is the loca- 
tion of Great-West’s newest branch. 
The opening this spring of our 56th 
branch is in keeping with Company 
progress and development over the 
past decade. In that period 14 new 
branches were opened, 
in force tripled, and assets increased 
from $245,000,000 to $556,000,000. 


THE 


ASSURANCE 


HEAD OFFICE - WINNIPEG, CANADA 


COMPANY 


total business 
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General Agent Setup 
Superior to Manager 
System: Kalmbach 


The experience of Massachusetts 
Mutual shows that the most competent 
and _ productive 
salesmen are de- 
veloped by the 
general agency 
system, and as 
long as everyone 
carries out his 
responsibilities 
there need be no 
fear of the com- 
pany’s being 
forced into the 
managerial sys- 
tem, President 
Leland J. Kalm- 
bach told the Massachusetts Mutual 
General Agents’ Assn. meeting at Hol- 
lywood, Fla. 

However, it should not be thought 
that the company officers are too vol- 
ume conscious, Mr. Kalmbach pointed 
out. They do not want volume just for 
the sake of size or because of the pride 
of writing more business than some 
good competitors. They want sound 
and steady growth. 


L. J. Kalmbach 


In his talk at the Leaders’ Club con- 
ference, also in Hollywood, Mr. Kalm- 
bach reiterated his opposition to indi- 
vidual variable annuities, discussed the 
encroachment of group on the ordinary 
market, questioned the possibility of 
attaining absolute equity in assessing 
overhead expenses on specials and 
other policies, advocated a_ limited 
amount of common stocks in the in- 
vestment portfolio, and announced 
some policy changes and the formation 
of a new committee. 

Referring to individual variable an- 
nuities, Mr. Kalmbach said there is 
evidence that a considerable number of 
policyholders are surrendering their 
life insurance and investing the pro- 
ceeds in mutual funds. He said he hesi- 
tated to think of the number of sur- 
renders if the great body of agents 
were to start selling contracts whose 
chief attractiveness is based on the as- 
sumptions that we are faced with de- 
preciation in the value of the dollar for 
an indefinite period and that stock 
prices will increase at a more rapid 
rate than the cost of living. 


“Also,” he said, “I feel that the guar- 
antees under variable annuity contracts 
are so inconsequential, as compared 
with the investment risks assumed by 
the policyholders, that I would be em- 
barrassed to have the Massachusetts 
Mutual issue such contracts.” 

However, Mr. Kalmbach said, he 
would not be opposed to the sale of 
variable annuities on a group basis, 
“because, in most instances, the buyer 
would be a corporation having both a 
full knowledge of the hazards involved 
and a moral obligation to pay supple- 
mental income to their retired employ- 
es in case the experience under the 
group variable annuity contract should 
prove unsatisfactory.” 

While it is true that group has been 
very effective in broadening insurance 
coverage, in certain areas companies 
are going further than nevressary and 
“group operations are very definitely 
encroaching on the ordinary market.” 
Conceding that it is difficult to decide 
how far a group department should go 
in following present trends, Mr. Kalm- 





(CONTINUED ON PAGE 17) 
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NEW ENGLAND AREA CONFERENCE 





Million Dollar Round Table status 
should be the logical goal of every 
ordinary agent 
who expects to 
make a good liv- 
ing selling life in- 
surance said Ed- 
mund L. Zalinski, 
vice-president of 
John Hancock, in 
his talk conclud- 
ing the New Eng- 
land area manage- 
ment conference 
held at Swamps- 
cott, Mass. 

Mr. Zalinski 
predicted that by 1960 agents who pro- 
duce a million dollars of paid volume 
will be commonplace. 

“Reports indicate,” he said, “that 
there will be almost 2,000 MDRT mem- 
pers this year. Every agency head 
should set his heart on having at least 
three or four MDRT members in his 
office by 1960.” 

Mr. Zalinski said that knowledge of 
sales management methods is far 
ahead of their application in the life 
insurance business and that great 
strides will be made in this area in the 
next five years through the develop- 
ment of new literature, General Agents 
& Managers Conference round tables 
in agency management, the manage- 
ment training program of the Ameri- 
can College, LIAMA schools and pub- 
lications, as well as through company 
management development programs 
and meetings like the one he was ad- 
dressing. 

The general agent of the future, said 
Mr. Zalinski, will recognize human 
limitations and try to shape the job 
to the agent instead of trying to force 
the agent into a mold which he does 
not fit. Thus, future general agents 
will never ask an agent to perform an 
assignment that he, the general agent, 
cannot or would not cheerfully take on 
himself. 

Just as a successful baseball man- 
ager tries to capitalize on the particu- 
lar skill of each player, the successful 
general agent will direct his agents 
toward those markets and sales meth- 
ods which suit him best. 

The general agent of the future will 
endeavor to make himself broad-gauge, 
not specialized. He will work increas- 
ingly through a team of management 
assistants. 

Finally, said Mr. Zalinski, the gen- 
eral agent of the future will lead by 
persuasion rather than by command— 
by example of integrity and largeness 
of view—by encouraging participation 
and giving credit to others. 

Mr. Zalinski listed these factors to 
keep in mind for their possible effect 


E. L. Zalinski 



















INDUSTRIAL OR M.D.0. AGENTS 


We Are Looking For The 
Best Industrial or M.D.O. 
Agent In Texas To Take 
Charge Of Our New 
Monthly Debit Ordinary 
: Department 

PLOYEES SECURITY LIFE 
INSURANCE COMPANY 


Grand Prairie, Texas 
G. H. Turner, President 


“A Legal Reserve Life Insurance Co. 











Million a Year Should Be Goal of Every 
Agent Seeking a Good Living: Zalinski 


on agency management during the 
years ahead: 

Competition on the basis of provi- 
sions and costs may become even keen- 
er than now. 

Companies, agencies and individual 
agents may intensify their efforts to 
keep their policyholders loyal to them 










A. J. NOVARA 
Detroit, Michigan 
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Ralph E. Kiplinger, President 


Two High-Producing Guarantee 
General Agents for 1955 





J. D. Anderson 
Agency Vice President 
1805 Douglas Street 
Omaha 2, Nebraska 


as clients. 

Sales of term, special and preferred 
policies will continue to grow, reflect- 
ing the fact that it is harder than ever 
for young people to save. 

Premiums per $1,000 may continue 
to decrease but average policy size may 
grow as personal incomes increase. 
Improved sales methods may cause 
premiums per sale to increase still 
more. 

Women will probably continue to 
buy more life insurance and more com- 
panies may reduce premiums to reflect 
greater female longevity. Sales to wo- 


The Men with The Guarantee 
are GOING PLACES- 


19 Agencies Write 
Million-Dolliars-Plus 


Top agencies write nearly $4 million each 


The Guarantee Salutes These Top General Agencies 


Bert Chan Wa 
E. D. Stemsrud 


E. J. Knutson 
Portland, Ore. 
Jack Lifsitz 
Akron, Ohio 
F. D. Savage 
Dallas, Texas 
D. G. Hinkle 


C. A. Story 


Cc. M. LEONARD Sidney, Nebr. 


Tulsa, Oklahoma 





J. V. Clevenger, CLU 
Fort Wayne, Ind. 


United Inv., Hawaii 


Minneapolis, Minn. 


Grand Island, Nebr. 


men indicate a high average and prac- 
tically no lapse. 

A larger amount of insurance will 
be needed for income during the de- 
pendency period as a result of high in- 
comes, improved child mortality and 
increased educational requirements. 

Alert agents will sell more juvenile 
insurance. 

Underwriting liberalizations will 
continue, including non-medical for 
larger limits, guaranteed issue, pooling 
of small groups, while sales of policies 
for large amounts will become even 
(CONTINUED ON PAGE 19) 
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J. N. Osterud, CLU 
Spring Valley, Minn. 
B. R. Gadd 
Lincoln, Nebr. 
F. R. Flinders 
Burbank, Calif. 
R. O. Kiplinger, CLU 
Omaha Agency 
Cc. C. Preston 
San Antonio, Tex. 
B. S$. Gorfaine 
Los Angeles, Calif. 
R. J. Rotthaus 
Greeley, Colo. 
N. P. Smith 
Lawton, Okla. 










W. E. Whitaker 


Oskaloosa, lowa 






This sales growth of Guarantee General Agencies reflects the benefit: 
of a sound agency-building program. The Guarantee provides its agen- 
cies with ¢ Prompt, complete home office service ¢ Outstanding field 
training programs e Attractive sales packages that make closing sales 
easier ¢ A complete line of insurance ¢ Two new financing programs 
e The Guarantee’s liberal 5 Star Contract ¢ A new pension plan. 
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EDITORIAL COMMENT 





‘U.S. News’ Gets Its Comeuppance 


United States News & World Report 
really ambled into a bear-trap with its 
now-famous article on insurance by 
Michael H. Levy, whom the magazine 
touted as an “expert.” 

Ordinarily our feeling is one of sym- 
pathy for a fellow-editor who makes 
ghastly error in judgment. But there 
is some reason to believe that the 
USN&WR editor who decided to run 
the insurance article knew quite well 
that there was much in it that was 
merely opinion stated as fact, and dis- 
torted opinion at that. The report we 
get is that a man extremely close to 
the management of USN&WR looked 
over the manuscript of the Levy arti- 
cle and strongly warned the manage- 
ment against it. He left the city and 
when he got back he found the article 
had been printed. 

Whether this report is correct or not, 
the editors of USN&WR are pretty ob- 
viously guilty of either of two charges: 
Either they ran a distorted and dam- 
aging article because they feared the 
plain facts would make dull reading or 
they naively believed Mr. Levy’s half- 
truths and innuendoes. USN&WR has a 
staff of seven top editors, 23 associate 
editors, 21 news editors, three regional 
editors, and one researcher, plus an 
art staff and foreign staff. Maybe the 
magazine needs more than one re- 
searcher (Time, in contrast, has a re- 
search staff of 58). But even with only 
one researcher it seems impossible to 
believe that at least one member of 
that mammoth editorial staff couldn’t 
have taken time to check on the ac- 
curacy of a major article such as the 
Levy opus. 

Hence, we are happy to see that three 
well known and highly respected life 
insurance men have made public their 
sharp criticism of the Levy article and 
of USN&WR for running it. In our 
April 6 issue we ran a letter that New- 
ell C. Day, general agent for Equitable 
of Iowa at Davenport, Iowa, wrote to 
Editor David Lawrence of USN&WR. 
More recently, President L. J. Kalm- 
bach of Massachusetts Mutual Life 
made public a letter to Mr. Lawrence, 
which we quoted from last week. And 
now Managing Director Lester O. 
Schriver of National Assn. of Life Un- 

derwriters has just written “An Open 
Letter to an ‘Expert’—Michael H. 
Levy,” which was reported briefly in 
THE NATIONAL UNDERWRITER for May 
14. 

Here are some quotes from Mr. 
Schriver’s letter to Author Levy: 

“It is nice of you, Mr. Levy, to admit 


that ‘life insurance is not a bad thing’ 
or that ‘life insurance policies are not 
fraudulent.’ We appreciate your gra- 
cious admission but we resent your im- 
plication and we think you are playing 
loosely with the truth when you state 
that ‘you were sold on the basis of 
1/100 of the relevant facts.’ That 
implies that the public is made up of 
fools and that the life insurance agents 
are knaves. I deny the innuendo and 
condemn you for making it. 

“Now you say, ‘your insurance agent 
may be a good guy,’ but you imply that 
he is out to exact all that the traffic 
will bear. You, sir, are casting asper- 
sions on the finest group of men and 
women I know, and I accuse you of 
grossly misrepresenting a great pro- 
fession. 

“ .. You declare that life insur- 
ance will not make money for you, that 
it does not send your son or daughter to 
college, or take care of your old age, 
or provide a nest-egg for a rainy day. 
My experience has taught me that in 
every particular you are wrong. Life 
insurance is a father’s financial im- 
mortality if he dies, but it is also all 
the things you deny it to be, if he lives, 
and he has two chances out of three of 
living to retirement age. 

“IT have lived a very long time, I 
have seen life insurance in action for 
many years, and I have lived through 
booms and depressions, and it is my 
considered opinion that a long-term 
endowment or a retirement contract is 
the best protection and investment that 
any young man can make. And I would 
hope that a young man could afford the 
‘few extra pennies’ for waiver of pre- 
miums. 

“Of course, there are times when 
term insurance is the only thing to buy. 
But term insurance should always be 
temporary insurance. The reasons are 
so obvious to any really enlightened 
insurance man that discussion should 
be unnecessary.” 

Refuting Mr. Levy’s “whopping 5 or 
6%” for borrowing “your own money”: 
“You never borrowed your money. You 
borrowed money from the company and 
pledged the cash value of your policy 
as security. Suppose you had money 
in the savings bank but rather than 
take it out you borrowed from the 
same bank and pledged your bank ac- 
count as security. Would that be bor- 
rowing your own money? How ‘expert’ 
can we get?” 

As to Mr. Levy’s argument that it’s 
better to buy renewable term insur- 
ance than an endowment, and put the 


difference into “any other conservative 
program of investment’: “Yes, I have 
seen it tried many times, and I have 
personally bailed several smart invest- 
ors out of trouble! If you want to pit 
your investment genius against the 
judgment and experience of any of our 
good insurance companies that is your 
privilege. You may be a financial wiz- 
and—a real life ‘Daddy Warbucks’— 
but the vast majority of life insurance 
buyers are very apt to fall flat on their 
faces if they follow your lead.” 

Refuting Mr. Levy’s advice to give 
up industrial insurance: “If you don’t 
know that the proceeds of a small in- 
dustrial policy have been ‘all the mon- 
ey in the world’ to hundreds of thou- 
sands of families, you just haven’t been 
exposed to the facts of life.” 

Correcting the author’s statement 
that social security benefits are pay- 
able “when you are 65 years old— 
provided you are not working”: “Any- 
one having even nodding acquaintance 
with this program should know that a 
covered worker, commencing at age 65, 
can continue to work and earn up to 
$1,200 a year and still draw his full 
social security benefits, which could 
run as high as $108.50 per month for a 
single person.” 

Regarding the statement that social 
security benefits are payable to “any 
unmarried children under 16 or under 
18 if still in school”: “Actually, benefits 
are payable to unmarried dependent 
children of deceased or retired insured 
workers until they are 18 years old, 
whether or not they are in school.” 

Refuting Mr. Levy’s buy-term-and- 
invest-the-difference advice: “Through 
the years I have saved the homes of 
some of my friends who thought they 


were rich. A few of my friends wey 
ruined in the depression. I, too, hag 
some equities which all but vanishe 
but my life insurance, through those 
terrible years, increased in value every 
single year. My life insurance policig 
were absolutely the only thing I owng 
which increased in value throughoy 
that economic cataclysm. No, my 
friend, I will not buy your term insyy. 
ance idea. I deplore what seems to lk 
your veiled concurrence in Brothe 
Gilbert’s tired and discredited them, 
that legal reserve life insurance is, 
‘legalized racket’ and I deny your snide 
implications that the life underwriter, 
of America are either greedy or quacks 
Salesmen as a whole are one of the 
most potent and wholesome factors jp 
our dynamic economy. . 

“Your book leaves me with the fee}. 
ing that in your treatment of the sub. 
ject of life insurance particularly, yoy 
probably know about as much about 
the subject as the rest of us, but yoy 
have recklessly created a degree of 
confusion that would cause some peo. 
ple to raise some questions about ou 
business which are not warranted by 
the facts.” 

Obviously Messrs. Day, Kalmbach 
and Schriver have done a thorough 
job of blasting U.S. News & World 
Report and Mr. Levy. We hope that 
USN&WR will have the decency tp 
print not just a skimpy correction but 
an article that will do everything that 
can be done to undo the mischief that 
the Levy article has done. Otherwise, 
much of the usefulness of the Day, 
Kalmbach and Schriver refutations will 
be lost because their audience is large. 
ly limited to people who needed no 
convincing. 








PERSONAL SIDE OFTHE BUSINESS 





Nathan H. Weiss, Mutual Life of New 
York agent at Chicago who this month 
is marking his 40th 
insurance anniver- 
sary, was honored 
ata breakfast 
meeting by associ- 
ates of the O. Em- 
bry Moats agency. 
E. E. Waller, re- 
gional vice-presi- 
dent, compliment- 
ed Mr. Weiss on 
building an insur- 
ance career 
marked by amaz- 
ing consistency. 

During his forty years with Mutual, 
Mr. Weiss has qualified for the field 
club 38 consecutive times, and for the 
quarter million dollar club 32 consecu- 
tive times, paying for a total of approx- 
imately $16 million over that period. 

Mr. Weiss’ career exemplifies that 





Nathan H. Weiss 


of an ideal service-minded agent. He 
has placed few large-sized policies, 
Rather, he has established himself as 
the life insurance counselor of nearly 
3,000 policyholders whom he is still 
actively servicing. As an indication of 
the value placed upon the service he 
renders, Mr. Weiss has 43 policies from 
the members of one family and 73 
lives insured in one company. 

D. Edward Hudgins, vice-president 
and general counsel of Jefferson 
Standard Life, has been named presi- 
dent of Children’s Home Society of 
North Carolina, Inc. 

Colgan Norman, Penn Mutual Life, 
Louisville, has been named chairman 
of Salvation Army Advisory Board 
of Louisville. 


John O. Todd, Northwestern Mutual 
Life, Chicago, has been named chair- 
man of the Chicago committee for 
American Museum of Immigration. He 
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will spearhead a drive in the Chicago 


area to raise funds for a museum to be 
puilt at the base of the Statue of Lib- 
erty. The national goal is $5 million. 


E. Donald Quackenbush, manager of 
group sales of Bankers National Life, 
has been awarded plaques by N. J. 
Junior Chamber of Commerce for his 
services as immediate past president 
and committee chairman. 


H. Douglas Palmer, director of 
agency administration of Mutual 
Benefit Life, will speak on new mer- 
chandising concepts at a meeting of 
of Insurance Company Education 
Directors Society May 25 at Skytop, Pa- 


James L. Neville, 
who has been ap- 
pointed general a- 
gent of Mutual 
Benefit Life in 
Salt Lake City, 
has been with 
Aetna Life in Salt 
Lake City for 
eight years. He 
was in charge of 
the insurance and 
savings program 
of the U. S. air 
force in Europe 





J. L. Neville 


from 1945 to 1948. 


Roy G. Blauvelt, New York Life, 
Springfield, Ill., has been elected chair- 
man of the board of First Christian 
Church there. 


J. H. Floyd, Connecticut Mutual Life, 
has been named president of Shively 
(Ky.) Lions Club. 


Richard B. Evans, president of Co- 
lonial Life and a trustee of East Or- 
ange General hospital, presented the 
hospital’s first annual citizen-service 
award to Gen. Robert W. Johnson, 
chairman of Johnson & Johnson, for 
his outstanding contributions to New 
Jersey and U. S. hospitals. ‘ 


~ DEATHS 


ARTHUR P. SHUGG, 60, Union Cen- 
tral Life, Fort Lauderdale, past secre- 
tary of Florida Assn. of Life Under- 
writers and past president of the Bor- 
ward county association, died. He 
moved from Birmingham, Mich., to 
Fort Lauderdale in 1950. 


JOSEPH A. FRANCKE, 55, an at- 
torney in the office of the general 
counsel of New York Life for 22 years, 
died of a coronary thrombosis at his 
home in Little York, N. J. 


M. C. CLARKE, 66, president and 
founder of Dunbar Life, died at Cleve- 
land. Mr Clarke was an examiner 
for the-Ohio department between 1935- 
37. He was president of Dunbar Mu- 
tual Society from 1937-45, and then 
became president of Dunbar Life. He 
was in insurance for over 40 years 
and in his earlier days was with North 











» Carolina Mutual Life and Supreme 


Life & Casualty. 


H. E. HUEBNER, Union National 
Life, Huron, S. D., died at his home. He 
had been ill since 1952. He joined 
Union National in 1941. 


LEONARD SCOTT, 67, retired dis- 
trict manager for Prudential at Los 
Angeles, died of a heart attack at his 
home. 








Sloane To Speak on Split Dollar 

Harold N. Sloane, general agent of 
Continental Assurance in New York 
City, will speak on the split premium 
dollar plan at a luncheon meeting of 
New York City CLU chapter May 23 
at the Hotel Martinique. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, May 15, 1956 





Previous Current 

Week’s Bid Bid Asked 
I I - secsantercienmnninisamas 192 183 186 
Beneficial Standard ............. 30%2 29% 30% 


Cal.-Western States ............ 105 104 107 


Colomial Like .....ccccccccsccssscseese 113 113 117 
Columbian National ............ 90 93 96 
Commonwealth Life ............ 22% 22% 23% 
Connecticut General .......... 244 248 253 
Continental Assurance ........ 134 131 136 


Franklin Life 
Great Southern Life .. 
GERD ES civscisesccesscsscssscsscsseacante 
Jefferson Standard ..... 
Kansas City Life .........0....... 
Life & Casualty .........c 








Life Insurance Investors .... 15 14% 15% 
Lincoln National ................. 216 212 216 
MisSOUPI ........cecceeeeeee 24 2334 «24% 
National L. & A. ue 82%. 8742 89 


North American, III. .......... 






N. W. National Life ............ 83 83 88 
Ohio State Life 0... 235 235 243 
Old Line Life ......... eee 56 57 60 
Southland Life ..........0.... 108 110 120 
Southwestern Life .............. 107 104 112 
TAU GNR isccseiscsacesisesepnepeccccacacs 79%. 76% ‘7% 
WIRRRESCey BES hvcccssesecescsccasecsacassee 26 25%4 49.26% 
MUR ee ANON ces ceisenccccncssscsvavsecaiacnae 144 142 148 
West Coast Life .............00 51 504% 52% 
Wisconsin National .............. 53 54 57 


Pa. Federation 
Names Adam President 


Malcolm Adam, president of Penn 
Mutual, has been named president of 
Insurance Federa- 
tion of Pennsylva- 
nia to succeed H. 
P. Stellwagen, ex- 
ecutive vice-presi- 
dent of Indemnity 
of North America. 

Kenneth B. 
Hatch, president 
of Fire Associa- 
tion, was named 
lst vice-president 
and the following 
were named vice- 
presidents: Sam- 
uel J. Carr, resident vice-president of 
Standard Accident, Philadelphia; Wil- 
liam B. Corey, president of Provident 
Indemnity Life; Stanley Cowman of 
the Mather & Co. agency of Philadel- 
phia; Ralph C. Dare of Artisans Order 
of Mutual Protection; Theodore A., 
Engstrom, manager of Aetna Life com- 
panies, Philadelphia; H. H. Gilkyson 
Jr., president of Chester County Mu- 
tual; William M. Guthrie, of Pennsyl- 
vania State Council of General Con- 
tractors; Edward A. Logue, state agent 
of Ins. Co. of State of Pennsylvania, 
and J. Maxwell Smith, president of 
Keystone Auto Club Casualty. 

John H. Hoffman, assistant secre- 
tary of !Loyalty group, was named 
treasurer and Homer W. Teamer was 
renamed secretary-manager and gen- 
eral counsel. 

John A. Diemand, president of North 
America, and Robert Dechert, general 
counsel of Penn Mutual Life, were 
named chairman and vice-chairman, 
respectively, of the executive com- 
mittee. 





Malcolm Adam 





Bankers, Ia., Sales Up 


Bankers Life of Iowa paid for 
$22,473,441 in new business during 
April, an increase of more than $3 
million over the same month last year. 
Ordinary for April was $13,698,432, 
and group was $8,775,009. 

Production for the first four months 
of this year is $94,866,630, an increase 
of $16 million. Of this total $50,740,001 
is ordinary and $44,126,629 is group. 
Total in force for Bankers Life is now 
$2,526,552,793. : 


OPPORTUNITY 


BAKERSFIELD 
CALIFORNIA 


FOR THE MAN READY FOR 
GENERAL AGENT REWARDS 





In this bustling progressive area of California—we have 
an opening that offers tremendous potential opportuni- 
ties to the right man. You may be that man, if you are 
ready for advancement to General Agent responsibility. 
As one of America’s fastest growing companies, National 
Reserve Life has today passed the one hundred ninety 
million dollar mark of Insurance in Force. Our dynamic 
expansion program is moving rapidly ahead through- 
out our entire operating area—from the Territory of 
Hawaii . . . from California to Florida. 


We provide the maximum in home office support and 
cooperation plus highly effective sales aids and training. 
This can be your opportunity of a lifetime! Write today 
—and all correspondence will be held in strictest con- 
fidence. You may be the man destined for outstanding 
success with National Reserve Life, the company Strong 
As The Strongest—Enduring As Rushmore! 


H. O. CHAPMAN, Pres., 
S. H. WITMER, Chm. of the Board 


NATIONAL RESERVE 
LIFE INSURANCE COMPANY 


TOPEKA e he On © > Ge a. Wl Oa) 






Strong as the Strongest 
ENDURING AS RUSHMORE 



















Sooner Or Later 


Seldom is a book so useful in so many ways. In Sooner 
Or Later Jane Howe, noted woman writer, has prepared 
an outstanding asset for every life insurance salesman. As 
a wife and mother who has faced the tragedy of the 
death of her husband, she writes from the heart in urging 
men and women to “talk things over before it happens.” 

Excellent as approach and pre-approach material on 
every type sale. The follow-up finds a couple ready to 
talk over their problems because of Mrs. Howe’s under- 
standing treatment of a tender subject. 

Distribution of this book is a genuine personal service 
to clients and prospects. Special introductory offer: 3 
copies, $1.25. 
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e e New Business In Force New Business’ In Force 
$ $ $ 
1955 Wisconsin Ben. Assn. Ry. Enp. 460,466 3,021,312 Minn. Mutual ............ 3,290,886 12,971,707 
(G) 14,812,112 16,406,900 (G) 3,245,242 16,706,192 
e BMA 3. 8,533,478 33,332,656 Monarch Life .............. 90,338 1,264,270 
Resu ts Liste or 505,997 4,385,503 (G) 10,362 48,619 
Central Life  ............0. 16,246,859 128,678,169 Mutual Ben., N.J. ..... 5,845,671 58,676,391 
Central Standard 217,891 664, Mutual Life ................ 11,333,257 140, 578,222 
a * Conn. General ............. 9,042,448 39,178,311 (G) 445,173 717,987 
7 e om anies (G) 8,752,506 39,469,253 Mutual Service ........ 6,609,296 26,300,359 
Conn. Mutual ............... 5,835,019 43,475,114 in sk (G) rae 1,082,435 
s Continental Assur. .... 12,283,644 77,770,520 utua UNDE ccthseeeves 4,224, 56,651,069 
All figures are for ordinary un- (G) 43,791,591 97,378,804 Nat’l Farmers Un.\ .... 962,377 1,796,986 
less designated (G) for group or Credle TAG coscccsssomscssne my a * a3 ia hl (G) cone ‘ LS 
Equitable Society ....... 27,764 8,4: 70 ationa RS 822, 0,150, 
(I) for Industrial. New business ) 29'991,360  228,704'313 N.E. Mutual ow... 8,851,932 86,329,209 
figures include business revived Equitable, Iowa 3,606,120 13,165,588 a isa atin (G) ane = ry aoe 
Expressmen’s 28,948 734,0' ew Yor RD detesiases 4 440,821,4 
and increased as well as new busi- — Farmers New World. _—2,355,789 25,899,119 (G) _—_-6,181,63 15,936,468 
ness paid for. Federal Life & Cas. .. 3,177 20,442 N. American Acc. ...... 101,430 499,177 
New Best _— (G) 19,167 61,985 N. Amer. Life ............ 12,998,937 48,991,921 
ee ee meee ee MRR MIRED i sceciesesise 1,293,502 3,260,744 (G) 220,189 313,189 
$ $ Fidelity Life .. 1,257,784 13,311,268 N. Amer. Life ............ 6,369,422 40,534,980 
WISCONSIN COMPANIES Franklin Life ... 19,672,216 90,430,498 (G) 272,000 2,878,201 
Cuna Mutual .............. 556,048 2,572,590 Guardian, N.Y. 1,592,447 19,813,262 N. Central Life ........ 14,915,402 15,181,610 
(G) —‘:17,117,812 OETUR SSS . Hama; NY. meicccisecce  oreesstins 104,713 N.W. Nat’l Life .......... 2,483,730 6,012,626 
Life Ins. Co. of Amer. 11,175,282 10,214,748 (G) 192,221 692,755 (G) 509,990 1,913,912 
National Guardian .... 22,074,561 163,664,565 Inter-Ocean  .............. 13,549 29,954 Occidental, Cal. ........ 5,774,394 14,761,218 
1,298,500 Indianapolis Life 550,222 2,879,953 (G) 2,402,453 22,221,118 
N. W. Mutual ............ 721,539,711 John Hancock ............. 16,104,223 92,236,767 Old Republic Credit .. 67,181,991 71,280,939 
Old Line Life .. 130,911,927 7,219,438 59,804,889 (G) 17,427,370 16,298,935 
Rural Security .. 36,061,271 3,006,534 27,146,055 Paul Revere cscs. 1,405,848 10,861,336 
State Life Fund 5,697,165 Kansas City Life 926,631 20,388,955 (G) 481,840 1,723,210 
Wisconsin Life ............ 58,321,341 Lafayette Life ............ 114,244 103,470 Pen Mutual ..........0 8,353,900 75,834,480 
Wisconsin Nat’l. 53,400,216 10,536 10,483 Phoenix Mutual 5,614,280 38,351,942 
G 42,500 442,500 Lincoln Nat'l. «0... 17,357,563 166,077,778 Provident L.&A. 11,906,175 40,150,468 
OTHER STATE COMPANIES 3,560,025 13,486,576 1,107,288 3,312,750 
Pants DATE. cccsine 4,131,655 27,538,291 Loyal Protective ....... 270,387 1,969,182 Provident Mutual ...... 1,779,362 19, — 352 
Biattne EID: osicwiccrecsosinne. 6,580,969 17,430,351 8,048 30,354 (G) 4,371 6,173 
(G) 70,070,425 262,687,567 Lutheran Mutual ...... 5,212,640 48,479,382 Prudential _...............0 103,.469.661 770,700,903 
American United ...... 216,193 58,848 Mass. Mutual ............ 10,968,353 82,720,331 (G) 41,783,325 298,802,965 
(Frat.) 5 1,497,615 (G) 295,103 6,435,629 (1) 9.626.208 201,008,765 
Bankers Life .............. 11,340,945 137,823,556 Metropolitan .............. 78,944,816 593,200,706 Secruity Mut. .............. 4.194.967 29.577 ,643 
(G) 2,300,450 23,634,151 (G) 62,363,484 407,028,042 (G) 1,058,800 3,856,600 
Bankers Nat’l. ...........: 36,461 260,730 (1D 7,921,387 243,092,802 State Mutual .............. 794,675 4,165,280 
GROWTH — PROGRESS — STABILITY 
Highlights of 1955 
1954 1955 INCREASE 
Total Life Insurance in Force.............. | $418,334,315 $479 ,923,764 14.7% 
Ordinary Life Insurance Paid For........... 12,068,246 19,444,988 | 61.0% 
Total Premiums Received................. 12,971,756 15,077,574 | 16.2% 
Payments to Policyholders................ | 10,825,626 | 11,513,903 6.4% 
| | 
Capital and Surplus..................... 1,039,317 1,134,198 91% 
PEI TARTS... 555s Sin sls 0 bs Ge cine Oe Os | 3,338,294 5,002,545 | 49.9% 














NEW YORK CITY and SUBURBAN AGENCIES 


Cousins & Birnbaum, Inc. 
62 William Street 
New York, New York 
Whitehall 3-0190 


Nathan Eisensmith 
155-30 Jamaica Ave. 
Jamaica, New York 
Olympia 7-1300 
Hillman Agency 
189 Montague Street 
Brooklyn, New York 
MAin 4-4940 
Inter-County Suburban Agency 
448 West Sunrise Highway 
Valley Stream, New York 
Leonard Greenberg 
Tilden 4-6985 


Richard W. Ellsworth, Supervisor of Agencies 


[Jnion CASUALTY & LIFE INSURANCE COMPANY 





Matt Jaffe Associates, Ltd. 
431 Fifth Avenue 
New York, New York 
MUrray Hill 4-5779 


William Krauss Associates, Ltd. poyid L. Stern 


233 Fulton Avenue 
Hempstead, L. I., New York 
IVanhoe 1-7340 


Kay P. Kwan 
24 Pell Street 
New York, New York 
WOrth 2-4321 


Joseph Schwartz, President 


Mt. Vernon, N. Y. 


Weingarten Agency 


Winston Westchester 


26 Court Street 
Brooklyn, New York 
TRiangle 5-8450 


295 Madison Avenue 
New York, New York 
MuUrray Hill 6-6559 


4 Fourth Avenue 
Mount Vernon, New York 
MOunt Vernon 7-5635 


























May 18, 1956 
New rl In Force 

$ 
(G) 7,812,890 10,409,429 
TLAVELETS — onscecssccsssessssenes 9,121,567 84,136,169 
(G) 19,775,412 174,944,699 
Union Labor ................ 392,244 1,660,369 
(G) 6,750,318 24,999,063 
Union Mutual ............ 6,886,230 16,837,533 
(G) 214,000 3,025,000 
United Benefit ............ 1,651,140 13,268.51 
(G) 413,162 1,696,26) 
U.S. Life, N.Y. ............ 1,454,828 1,946,034 
(G) 112,800 81,909 
Victory Mutual ......... 265,500 39,569 
Washington Nat’l. .... 5,644,452 51,692,294 
(G) 17,065,285 28,712,129 
(I) 29,200 51,14 
Woodmen A.&L.. ...... 1,799,521 4,163,929 
1,799,521 4,163,139 

Zurich Life 3, 4, 
Total Ord. ’55 757,669,296 7 = 42.914 
Total Group '55 .. 391,002,750 612,089 
Total Ind. ’55....... : 20,583,938 wit +796,351 
All Classes ’55 - 1,169,256,025 7,662,851,414 
Total Ord. ’54...... 611,995,927 4,937,763,367 
Total Group ’54 261,818,966 1,637,394 14) 
Total Ind. ’54...... 31,487,257 476,372,559 
All Classes ’54 ............ 905,302,150 7,051,530,069 

WISCONSIN FRATERNALS 
Aid Assn., Lutherans 25,823,755 = 213,070,887 
Catholic Family ......... 3,479,643 34,385,787 
Catholic K. of Wis. .. 9,158,794 59,174.75} 
Employes Mutual ....... 2,484,500 34,542,266 
Equitable Reserve .... 3,508,984 37,747,148 
Federation Life .......... 193,000 394,053 
Nat’l Mut. Ben. 3,847,085 70,276,671 
Polish Assn. ......s008 144,59 2,767,259 
Scandiavian-Amer. .... 147,000 3,307,686 
So. Slavic Benevolent 99,500 1,730,750 
Transport Employes 17,000 4,031,133 
Sons of Norway ......... 65,750 548,449 
Western Bohemian ..... 601,466 9,591,317 
William Penn Assn. .. 62,500 74,707 
Woman’s Ben. Assn. .. 100,148 202 
Women’s Ca. Forest 1,562,750 19,324,216 
Woodmen Circle ........ 900 731,061 
Wood. of the World .. 500 56,461 
T OF STATE FRATERNALS 

Catholic Foresters 1425,491 42,355,207 
Concordia Mutual ....... 698,158 1,737,515 
Croation Fraternal .... 97,400 2,095,52 
Honor Protec. Assn. 219,000 2,679,005 
lst Cath. Slov. Ladies 92,500 1,669,194 
1st Cath. Slovak Un. 48,300 »280,485 


Cath. Carnolian Slov. 
Greater Beneficial .... 


Knights of Columbus 2,585,635 2 
7 


Lutheran Brotherhood 12,484,190 ,657,997 
Maccabees _ ..........:cceee 871,475 6,605,283 
Modern Woodmen 3,891,972 30,790,101 
Nat’l Postal Trans. .... 48.000 1,852,000 
Polish Nat’l Alliance 426.400 8,199,104 
Polish Cath. Union .... 136,000 3,139,d€/ 
Polish Women’s Al. .. 84,900 1,774.05! 
Royal League ............... 9,500 746,675 
Royal Neighbors ...... 1,727.500 32,558,090 
Slavic Cath. Sokol .... 52,500 1,205,387 
Slovak Gym. U. ...... 2.500 610,105 
Slov. Nat. Ben. So. .... 88,000 2.595.609 
Totals °55 ea 78,518,837 742.1343 
Totals 54 67,356,140 639,151,486 








Fidelity Mutual Names 


Crouse in East Orange 


Fidelity Mutual Life has appointed 
William W. Crouse Jr. general agent 
at East Orange, N.J., with offices at 
62 Halsted street. He has been in the 
business since 1952 with Penn Mutual 
Life in New York City. 


N. Y. Life Installs 
IBM Giant Computer 


New York Life has acquired an In- 
ternational Business Machines Corp. 
type 705 electronic data processing 
machine for the home office. 

The giant computer, consisting of 
versatile units merged into a _ high- 
speed system. will be installed about 
June 1 but will not be in full operation 
until several months later. Some em- 
ployes are being trained for new jobs 
created by its introduction. 

This 705 is one of the first six in- 
stalled outside IBM and is the first of 
its type to be put to work in the life 
insurance industry. It will be used at 
the outset in large scale actuarial opet- 
ations relating to valuation and divi- 
dend records of 4.5 million policyhold- 
ers. 

A magnetic core “memory” unit 
makes words or numbers available for 
calculation in 12 millionths of a set- 
ond. Magnetic tape input-output units 
permit rapid processing through the 
machine, while card reading 
punching units offer another means 
input and output. 


State Mutual Officials 

to Make Investment Trip : 
The finance committee of State Mu- 

tual Life will visit Detroit and Cleve- 





President H. Ladd Plumley will a¢ 
dress bankers and _ industrialists 
special dinner meetings. 
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prefers General Agent 
Setup to Manager System 


(CONTINUED FROM PAGE 12) 

pach personally advocated the 20-40 
jmit. 

Taaing the recent growth in the num- 
per of special policies and the talk of 
setting different premium schedules for 
all plans meeting standards of certain 
minmum amounts, Mr. Kalmbach 
pointed out that the degree to which 
refinements in assessment of expenses 
should be carried is a serious problem. 
There is no method of assessing over- 
head expenses which does not involve 
a great deal of averaging, and it ap- 
pears obvious that if a company goes 
too far in reflecting actual unit ex- 
penses in the cost of insurance, it would 
end up With such high premiums for 
small policies that their cost would be 
prohibitive. Compromises will have to 
be made because it is impossible to 
have absolute equity, he said. 

Mr. Kalmbach strongly advocated in- 
cluding in the company’s investment 
portfolio a limited amount of carefully 
selected common stocks because of 
their favorable return. 

Mr. Kalmbach announced that the 
$10 monthly disability income provision 
now will be issued in connection with 
10-year term. In event of disability 
commencing before age 60 and contin- 
uing to the end of the period during 
which conversion of the term is per- 
mitted, the policy will be converted to 
ordinary at the insured’s attained age. 
Premiums will be waived during dis- 
ability under the converted policy to 
the anniversary nearest age 65. If in- 
sured is still disabled at 65, the policy 
will mature as an endowment. 

Term now will be issued at ages 56, 
57, 58 and 59 for nine, eight, seven and 
six years, respectively, providing cov- 
erage to the normal retirement age of 
65. 

The minimum age for disability 
waiver has been reduced to 10 for males 
and single females from the former 
minimums of 15 for males and 21 for 
females. The provision may now be at- 
tached to a juvenile policy which is 
issued with a payor clause. 

Single premium endowments now 
will be issued providing for maturity 
in not less than five years. The previ- 
ous minimum was 10. 

Changes in accidental death benefit 
riders to be issued on new policies soon 
will be announced, Mr. Kalmbach said. 
Coverage will be continued to age 70 
instead of 65 and the 12 exclusions will 
be reduced to nine. The new rider will 
be issued down to age 10. 

An insurance product committee has 
been formed, Mr. KalmVach said. Its 
chief function will be to maintain a 
continuous review of the company’s 
general competitive position, with spe- 
cial reference to policy contracts and 

Provisions. Vice-president Richard C. 
Guest is chairman, assisted by Robert 
J. Ardison, director of field service, and 
Harold F. Philbrick, associate actuary. 
_ Mr. Kalmbach also disclosed liberal- 
ations in the agents’ pension plan. 
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BANK LOANS 
ON VESTED 
RENEWALS 





THREE OR FOUR 
YEAR REPAYMENT 

UNDERWRITERS CREDIT & 

GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 









‘In a panel on recruiting and training 
at the general agents’ meeting, Ronald 
R. Reader, Andover, Mass., said his 
present organization is his best source 
of leads on new men. Marvin H. Harper 
Chattanooga, listed his present organi- 
zation, officers released from military 
service, employment agencies, college 
placement officials and personal obser- 
vation as potential sources. Harper H. 
Bass, San Antonio, said he looked to 
“civilians in the military’? who had 
from three to 12 years of service. Rob- 
ert L. Woods, Los Angeles, said his sales 
| 


talk to the prospective agent deter- 
mines whether or not the man joins. 

In a panel on specialized selling, Ear] 
C. Jordan, Chicago, advised getting new 
men into group prospecting early and 
said the individual should use the sys- 
tem best suited to him. Corydon K. 
Litchard, Springfield, Mass., said good 
estate analysts are scarce and work in 
this field should be a full time job. 
Harry C. Copeland Jr., Syracuse, said 
college seniors and graduate students 
are a good market because they have 
money to buy insurance in these pros- 


perous times. 

Vice-president Charles H. Schaaff 
reported the objective of the company’s 
5-year manpower program for full time 
agents had been reached ahead of 
schedule. A new 3-year program will 
get under way at once. 

Kenney E. Williamson, Peoria) IIl., 
was elected president of the association 
to succeed Clarence E. Pejeau, Cleve- 
land. Donald C. Keane, New York City, 
and E. Leo Smith, Indianapolis, were 


‘elected vice-president and secretary, 


respectively. 





One of a series 

of Guardian Life 
advertisements appearing in 
national magazines. 


GUARDIAN 


of health 


“Yes, this is Dr. Wingate.” 


come right away?” 


“routine” errand of mercy. 





Av THREE in the morning the telephone jarred him awake. 
A bleak rain pounded against the windows. 


“Doctor, my baby is burning up with fever. Can you 


A few minutes later the roar of a car motor sounded 
lonely in the night—and the doctor was off on another 


Not with words of praise, and seldom with great wealth 


Soe 


—do we honor these dedicated men who respond with skill 
and kindliness to relieve our distress, who give so much of 
their lives to protect ours. 


Yes, your doctor is big in heart and soul—just about 


as big as they come. 





Since 1860 GUARDIAN LIFE has helped protect the well- 
being of American families. Your GUARDIAN representa- 
tive will be happy to show you ).ow your family can get 
more out of LIFE with GUARDIAN. 


The GUARDIAN Life Insurance Company OF AMERICA 


50 UNION SQUARE, 


NEW YORK 3, N. Y. 
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Metal Trades Offers 
Major Medical-Group 
Life-AD&D Plans 


Two new group insurance plans, said 
to be the first combining major medi- 
cal expense insurance with group life 
and accidental death and dismember- 
ment coverage, are being offered to 
the 1,300 member companies of Na- 
tional Metal Trades Assn. Robert W. 
Preston, formerly with Schiff Terhune 
& Co., is manager of the association’s 
recently organized insurance depart- 
ment. 

The plans have been developed to 


supplement existing coverage by in- 
dividual companies for their employes. 
However, reaction to date has indicat- 
ed that many smaller companies in the 
association prefer the new plan to plans 
which they might purchase alone be- 
cause of the liberal benefits available 


at substantially lower cost. 
Participation in the new program 
will enable small firms employing as 
few as 10 persons to provide up to 
$10,000 major medical expense as well 
as life and AD&D for employes. No 


"member company is required to have 


a specified minimum number of eligi- 
ble employes, but all employes of a 
class must be eligible. 
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through competent representatives. Bankers CNational’s 






YOO NATIONAL LIFE 


Just Fill in the Following and Send 
to H. Carlyle Freeman. 


NO NEED 10 
WRITE THIS 
LETTER 


Returned coupon will bring you 
our proven Agency Builder Plan. 


ble cost 


Providing sound coverage at r 








consistent aim since its founding. 


i 





TEAR OUT AND MAIL 
TODAY FOR FULL DETAILS. 






- Montelarr. g 








Gundy Warns Against 
Overconfidence Based 
on Improved Mortality 


Overconfidence on the part of un- 
derwriters was evident in the 1920s 
and may again be- 
come a factor to 
be reckoned with, 
Harry F. Gundy, 
Sun Life of Cana- 
da, warned in his 
presidential ad- 
dress to Home Of 
fice Life Under- 
writers Assn. at 
the 3-day annual 
meeting in Hart- 
ford. 

The prospects 
of a reduced rate 
of mortality in the future does not by 
itself justify a liberal underwriting 
policy today for special groups of ap- 
licants now known to be subject to 
extra hazards, Mr. Gundy said. There 
are still occupational groups subject to 
a distinct extra mortality and there 
are medical impairments which pro- 
duce extra deaths. 





Harry F. Gundy 


Some individuals still are not averse 
to using life companies to leave sub. 
stantial estates after paying only a fey 
premiums. There are still people who 
delay the purchase of life insurance 
until they become impaired lives. It jg 
unfair to other policyholders who made 
their purchases during good health ty 
accept impaired lives at inadequate 
premium rates. 

One of the conclusions to be drawn 
from the impairment study of 1951 j 
that, on the average, the selection of 
impaired lives during the previous 2 
years was remarkably good, Mr. Gundy 
said. This was a period during which 
there were substantial reductions jp 
mortality, with great changes in the 
incidence of deaths by cause of death 
and great advances made in medica 
science. 

Yet if the mortality of all substand. 
ard groups investigated in the study js 
compared, it is found to be 53% higher 
than standard mortality and 71% high. 
er during the first two policy years. Ex. 
perience has shown that underwriting 
has been too severe in some groups 
and too lenient in others. The job now 
is not to lower the standards but to 
make adjustments which are equitable, 
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Sixty-Second Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $198,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... . The Company also holds 
over $86,000,000 in Assets for 
their benefit . . . Policies in force 
number 101,000 and Insurance 
in force is approximately $225,- 
000,000 .. . The State Life offers 


with liberal contract, and ‘up-to- 
date training and service facilities 


for those qualified. 


* 


THE STATE LIFE 


INSORANCE COMPANY 
Indianapolis, Indiana 
e 


MUTUAL LEGAL RESERVE FOUNDED 1894 
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says Million a Year Should Be Goal 


(CONTINUED FROM PAGE 13) 





more commonplace. 

Monthly premium ordinary will 
grow, gradually replacing weekly pre- 
mium, the trend being accelerated by 
adoption of bank draft plans by more 
companies and by extension of salary 
deduction or payroll saving premium 
methods. 

Taxes will continue as a major influ- 
ence, With bank loan plans, insurance 
for estate taxes, and purchase by 
means of capital transfer being used 
more than ever. The business dollar 
will be increasingly sought after. 

“Package programming,” particular- 

effective in the new mass middle 
market, will be used as a major sales 
method by more and more agencies. 

Social security benefits will be in- 
creased and a national health program 
may be adopted. 

Agencies will use every possible 
means of cultivating brokers; and gen- 
eral insurance Men may become more 
interested in selling life insurance be- 
cause of increased competition in the 
general field. The trend will be accele- 
rated by a growing desire on the part 
of the public to buy all its insurance 
through one agent or broker. 

The so-called average agent will 
probably sell more general insurance 
in the future even though the truly 
successful life agent will probably not 
sell general insurance to any great ex- 
tent. 

The trend toward suburbanization 
will continue to accelerate. One solu- 
tion is to appoint agents in each suburb 
who only come to the central office 
once or twice a week. Another is to 
move the agency headquarters to a 
suburb. ; 

Heads of general agencies will need 
more help in terms of money and ser- 
vices from home offices if they are to 
succeed in today’s competitive market. 
The amount of money required to es- 
tablish a general agency has increased 
and 90% of general agency candidates 
don’t have it. Many years are required 
to make a general agency profitable 
and many people don’t want to wait 10 
or 20 years for the pay-out. Yet there 
are many advantages to general agen- 
cy operations and these must be pre- 
served. 

A trend toward decentralization is 
also taking place, where more and 
more responsibility is being placed on 
the local agency head. 

As the economy continues to grow, 
the scarcity of sales manpower may 
become increasingly felt. This will put 
a premium on ingenuity in finding 
new manpower sources, skill in selec- 
tion, and selling the job, not to men- 
tion financing, training and supervi- 
sion. It may also be more valuable 
than ever to increase the sales abilities. 


As steps that everyone may wish to 
consider in seeking success in the next 
five years, Mr. Zalinski suggested rais- 
ing “our own sights” and those of pros- 
pects and policyholders; developing 
new and more aggressive merchandis- 
Ing methods to sell life insurance for 
comforts of life not just for bare nec- 
essities; and greater effort to increase 
Policy size and sales frequency. The 
latter has decreased in many agencies. 

“We should organize the agent’s job 
so that he can spend more time in front 
of the prospect asking him to buy,” 
said Mr. Zalinski. “A recent study by 
Robert Stone, vice-president of the 
National Research Bureau in Chicago, 
indicates that the average salesman 
spends only eight hours per week in 
front of prospects and only four of 
these hours asking the prospect to buy. 


The solution of this problem may in- 
volve furnishing the agent with more 
office help and programming service, 
giving more assistance in prospecting, 
and generally reorganizing his job.” 





N. E. Lite Group Managers Meet 
New England Mutual Life held a 
3-day district group managers’ con- 
ference at the home office to discuss 
group expansion plans, group life, A&S 


and pension underwriting, contract and 
administrative procedures. Speakers 
included President Kelley O. Anderson, 
Vice-president John Hill, W. R. Christ- 
mas, group secretary, and Carl A. 
Whitman, director of group sales. 





Great-West Policy Change 


Great-West has brought out a new 
non-participating preferred risk ordi- 
nary life policy, minimum $20,000 re- 
placing a similar plan with a $10,000 
minimum. Illustrative annual premi- 
ums per $1,000 are; age 25, $13.60; age 
35, $19.00, and age 45, $28.08. 


NYU Chancellor to Give 


First McCahan Lecture 


Henry T. Heald, chancellor of New 
York university and a director of Equi- 
table Society, will deliver the first 
David McCahan Foundation lecture 
next spring at University of Pennsyl- 
vania as part of the 75th anniversary 
of Wharton School. The foundation was 
formed last year as a memorial to the 
late Mr. McCahan who was president 
of American College. Plans call for a 
series of annual lectures on a creative 
plane for insurance and the public. 





Facts you should 


papers. 








@ Extremely favorable rates. 
@ Full retention to $500,000—with- 
out reinsurance, ages 0-70 plus. 


@ Our limit considered on photo- 
static copies of other companies’ 


know 


about Phoenix Mutual’s new — 


MAJOR PROTECTIVE 


WITH $25,000 MINIMUM 
A WHOLE LIFE PLAN WITH STANDARD BENEFITS 


Issued to 500% mortality. 


FULL ORDINARY LIFE COMMISSION SCALE 


PROMPT SERVICE 


ON YOUR NEXT BROKERAGE OR SURPLUS CASE 


PHOENIX MUTUAL 


LIFE INSURANCE COMPANY OF HARTFORD, CONNECTICUT 


Special low rates for women — a 
reduction of three full years of 
age rating. 

First year dividend not contingent. 


@ Valuable in meeting your needs — and your clients’ 
— when your own company’s limits are reached. 
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Gravengaard Explains Split-Dollar Plan 


(CONTINUED 


FROM PAGE 10) 





the advantage of the younger age pre- 
miums and other policy benefits. 

Setting up a split-dollar plan is a 
very simple matter—no requirement 
for qualification with Internal Revenue 
Service; you don’t have to include a 
group or class; merely select the one or 
more key employees you want to bene- 
fit by this plan. Usually nothing is re- 
quired but the application and an em- 
ployer-employee agreement (a copy 
of which is filed with the insurance 
company) setting forth the premium 
payment arrangement, beneficiary de- 
signation, and any other desired provi- 
sions. 

Tax Aspects 

The annual payments by the em- 
ployers are not a deductible expense— 
for tax purposes they are in the nature 


of an interest free loan. If employee 
dies the employer receives his portion 
of the proceeds (including the profit, 
if any) tax-free. 

The proceeds paid to the employee’s 
beneficiary are received tax-free. 

If the employer surrenders the policy 
during employee’s life-time any profit 
is taxed as ordinary income. 

If employer sells his interest to em- 
ployee, any profit is taxed at capital 
gains rates. 

State Laws on Corporate Loans 

Many states, by statute, prohibit cor- 
porate loans to stockholders and/or 
officer of the company. These laws do 
not apply to that portion of the premi- 
um paid by an employer toward the 
cash values of policies under split- 
dollar plans. 








ARE YOU ON THE 
UTSIDE LOOKING IN? 


This year, qualified agents of 

Pacific National Life are conven- 
tioning in Hawaii. Wouldn't you like 
to include such agency plans in your 
future? Open the door to a Pacific 
National Life general agent career 
for yourself. Look at any general 





agent in Pacific National Life ter- 
ritory. You'll see the advantages 
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of a Pacific National Life career. 





COMPLETE PORTFOLIO OF POLICIES | 


Write to: Kenneth W. Cring, 
Vice-Pres. & Supt. of Agents. 








TOP COMMISSION SCHEDULE 


Get on the winning 
ai | team now! 








EXCELLENT SUB-STANDARD SERVICE | 








AFFILIATION WITH FAST-GROWING WESTERN COMPANY | 















awa’ 


ae PACIFIC NATIONAL LIFE 
ptesurance Ce. 


HOME OFFICE 411 EAST SOUTH TEMPLE - SALT LAKE CITY, UTAH 








These payments by the employer are 
not “loans.” A loan creates a debtor- 
creditor relationship; a relationship 
that does not arise between the em- 
ployer and employee because of the 
split-dollar plan. 

Definitions 


Some court definitions of a “loan”: 

The word imports a borrowing of 
money or other personal property by 
a person who promises to return it. 
Nichols v. Fearson, 32 U.S. 103. 

A loan is made whenever the bor- 
rower receives money over which he 
exercises dominion, and which he 
expressly or impliedly promises to re- 
turn. First National Bank of Cordova v. 
Tjosevig, 254 Pac. 951 (Wash.). 

There is obviously no promise by the 
employee to return the employer’s 
contributions since he never has them; 
they go into the cash values of the pol- 
icy which is owned and controlled by 
the employer. 

Probably the question would never 
have arisen except for the “loan vari- 
ant” arrangement and an unfortunate 
allusion to “loans” in Rev. Rul. 55-713. 

Loan Variant Arrangement 


Before the Internal Revenue Service 
issued Rev. Rul. 55-713 some writers 
suggested the “loan variant” arrange- 
ment as a possible means of avoiding 
tax to the employee on the employer’s 
contributions. 

Under this arrangement, the em- 
ployee owned the policy; the employer 
lent him money to pay that portion of 
the premium equal to the increase in 
cash value; the employee made a col- 
lateral assignment of the policy to the 
employer to the extent of the cash sur- 
render value for the purpose of secur- 
ing the loan. 

Of course, this actually was a loan 
situation but differs entirely from the 
present suggested arrangement under 
which the employer owns the right to 
the cash surrender value and doesn’t 
just hold it as collateral security. It is 
our belief that this arrangement elim- 
inates the problem. 

Rev. Rul. 55-713 states that “the in- 
surance arrangement between the par- 





There’s something special about a Maccabees agent 











THE 


ee 


Offices in principal 


Extra benefits 
keep him whistling 


‘oe Competitive first year commissions give him 
a good living right from the start. 


%e Vested renewals protect his family’s future. 


\o Liberal pension and insurance plans add to 
his security. 


\o Free direct mail (including all postage costs) 
aids him in prospecting. 


Ag Training program increases his sales effec- 
tiveness. 


\o Management opportunities make his future 
bright. 


If you've been looking for extra benefits to keep 
you whistling, write Robert O. Shepler, Field Direc- 
tor. There are excellent opportunities for rapid 
advancement in many territories in the United 
States and Canada. 





The Maccabees Building * Detroit 2, Michigan 


cities of the United States and Canada 


MACCABEES 


—a Life insurance Society 





ties is in all essential respects the sam, 
as if Y corporation makes annual loan, 
without interest . . .” This ruling do« 
not say that the arrangement is a loa, 
It is passing on the tax aspects ay 
says merely that the tax results are, j, 
effect, the same as in the case of » 
interest-free loan; namely, that th 
employer cannot take a deduction ay 
that the employee is not taxed on th 
contributions. 

This is what Robert J. Lawthers ay 
Bernhard R. Snyder have to say on th 
subject in an article which appears q 
page 71 in the Key Man section of th 
Diamond Life Bulletins. 

“While we have referred to th 
transaction as giving rise to interes. 
free loans by the employer to the en. 
ployee, and while Rev. Rul. 55-713 
construes the transaction for incom. 
tax purposes, it does not follow thats 
a matter of local law, such loans do ip 
fact arise. While, from the tax viey. 
point, the transaction is the equivaley 
of an interest-free loan, no form 
loan actually arises since no debt j 
really created. Hence, we do not bk 
lieve that any state prohibition resperi. 
ing loans to officers or stockholder; 
would apply. This should, of course, k 
checked by the attorney for the en. 
ployer.” 








Guardian Life Names 


Launt at Binghamton 


Guardian Life 
has opened a ney 
agency in Bing. 
hamton, N.Y., ani 
appointed Walter 
T. Launt manager, 

Mr. Launt e. 
tered the busines 
with John Hap. 
cock at Binghan. 
ton in 1949 an 
has been with Na 
tional Life of Ve- 
mont since 19% 
He is a director of 
Binghamton Assn 
of Life Underwrit 
ers and an instructor with Life Under. 
writer Training Council. 





W. T. Launt 





Pru Makes 3 Management 
Changes in Wis., Mich. 


The Minneapolis regional home o- 
fice of Prudential has made manage 
ment changes in three district office 
in Wisconsin and Michigan. 

Roy H. Behling, formerly distric| 
manager at Green Bay, has been trans 
ferred to Milwaukee as manager of the 
North View district, succeeding th 
late Harold B. Long, who died i 
March. Replacing Mr. Behling # 
Green Bay is Conrad J. Kreutzbers 
formerly manager at Escanaba, Mich 
Burton B. Butler, training consultat 
at the Minneapolis regional offic, 
has been promoted to district manage 
and transferred to Escanaba. 
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Mr. Behling has been with Prudet- c 
tial since 1928. Mr. Kreutzberg sinc C 
1934, and Mr. Butler since 1941. 

N. C. Boosts Capital, Surplus F 
Requirement for New Companies a 

Commissioner Gold of North Cardli- L 
na, exercising the discretion allowé 
by law, now reuyuires new life com- — 
panies to start business with $2000] | 4, 
capital and $200,000 paid-in surplis ‘a 
The legal minimum for companies st | 
ing life only and confining their ope 
ations to North Carolina is $100,0Hl 
capital and $50,000 paid-in surplus. 

Wri 
New Met Office at Houston TY Hon 

The Montrose district of Metropdr§ | 414 
tan Life at Houston will move July} ] »,, 
to a new $200,000 two-story _buil 
now under construction at Wesleya 
and Essex streets. Earl R. Reinke * 
manager. ee 
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Guardian Names Tabor 


Manager at Houston 


Guardian Life has appointed George 
£. Tabor manager at Houston. Mr. 
Tabor has been with Mutual of New 
York in Houston since 1953, most re- 
cently as assistant manager. He pre- 
viously was in publishing and real 


estate. 





Stratford Is Fresno GA 


Vv. M. Stratford 





V. M. Stratford 
has been appoint- 
ed general agent 
at Fresno, Cal., for 
Equitable Life of 
Iowa. Mr. Strat- 
fordwaswith 
New York Life at 
Fresno for 4% 
years and before 
that was with 
Prudential for a 
year. 


Guarantee Mutual Sales Up 


Guarantee Mutual Life had a gain of 
15.3% in life volume during April and 


a gain of 14.8% 


for the first four 


months of 1956 over corresponding pe- 
riods last year. The Knutson agency of 
Portland Ore., was the leading agency 
for both April and the first four months 
of 1956. Abe Newman, of the Lifsitz 


agency, Akron, is 


the leading agent 


for the first four months of this year. 





Retail Credit Promotions 


J. H. Freeman, vice-president and 
associate operating manager of Retail 
Credit Co., has been promoted to vice- 
president and operating manager suc- 
ceeding the late H. F. Thomason. W. 


C. Perry, 


resident vice-president in 


southern Pacific division manager, be- 
comes associate operating manager. 

Mr. Freeman has been with the com- 
pany 31 years and Mr. Perry since 


Life Stocks Covered in 
First Boston Corp. Study 


The First Boston Corp. has pub- 
lished a 74-page study of selected life 
company stocks, evaluating their per- 
formance over the last 10 years. It 
shows the 16 life companies had an 
average appreciation of 821% in the 
market value of their outstanding 
stocks in the decade. Stocks of the in- 
dividual companies appreciated be- 
tween 100% and 3,050%. The study 
noted that the stocks of the companies 
with the greatest rate of sales increase 
tended to appreciate faster and sell 
higher in relation to earnings and eq- 
uity values than the others. 

With respect to the impending 
change in the federal income tax for- 
mula covering life companies, the 
study points out that this has been an 
important factor contributing to less 
favorable market action of life compa- 
ny stocks in recent months but con- 
cludes that it seems to be a reasonable 
assumption that the problem of devel- 
oping a fair tax formula will be ap- 
proached with a due regard for the 
need of life companies to remain strong 
enough to meet every possible contin- 
gency and that the practice of treating 
mutual and stock life companies alike 
will probably be continued. 

The study covers Aetna Life, Cali- 
fornia-Western States, Colonial, Co- 
lumbian National, Connecticut General, 
Continental Assurance, Franklin, Gulf, 
Jefferson Standard, Kansas City Life, 
Life of Virginia, Lincoln National, 
Monumental, National Life & Accident, 
Southwestern and Travelers. Copies 
are available to interested investors. 





Named NSLI Beneficiary’s Rights 
Precede Legatees’, Court Says 
INDIANAPOLIS—Even if a person 
leaves a will directing otherwise, pro- 
ceeds of a National Service Life policy 
must go to the policy-named benefici- 


The decision, written by Chief Judge 
Royse, reversed a ruling by Judge Wal- 
ton in St. Joseph county superior court 
at South Bend. 

Involved was a $10,000 policy cov- 
ering Richard H. Tohulka of South 
Bend who was killed in the armed 
forces in 1945. The policy named a 
sister, Helen, as principal beneficiary, 
but a will left by Tohulka specified 
that his estate should be divided among 
his three brothers and two sisters. 
However, the appellate court held that 
federal law clearly requires service in- 
surance benefits be paid only to the 
named beneficiary, despite wills to the 
contrary. 


Mass. Mutual Appoints 


Sullivan to Sales Post 


Massachusetts Mutual Life has ap- 
pointed Edward B. Sullivan Jr. as- 
sistant superintendent of advanced un- 
derwriting sales. He has been in the 
business since 1949 and is a lawyer. 





Ind. Group Hears Doctor 


Dr. William H. Scoins, chief medical 
director of Lincoln National Life ad- 
dressed the May meeting of Indiana 
Home Office Underwriters Assn. He 
spoke on “Experimental Underwriting 
—The New Trend.” 
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Home Office: 
411 Liberty, 
Peoria, IIlinois 





The tax free indemnities provided in these policies help to keep income and expenses in 
balance when accident or sickness disability strikes. 


We will welcome your inquiry concerning Direct Contract and Brokerage Arrangements. 


VELANOAS MUTUAL 


CASVUARLTN COMPARN 


WOWASSESSABLE 





"Dependable Accident, Sickness, and Hospital Insurance since 1910." 


1. The insured alone can effect e 
its cancellation 


2. It cannot be re-underwrit- 


3. Waivers cannot be added 


4. Rates cannot be increased 


Why not plan now 
to make Illinois 
Mutual Your 
Company for Your 
Accident and Sick- 
ness Business? 











E. A. McCord, 
President 
C. C. Inman, 
Executive 
Vice-President 
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aces 


Every company has its aces...its crackerjacks... 
its star producers. And similarly, every company has its 
agents... the men who are regular, consistent producers 
with few peaks or valleys...and no slumps. They are 
the men who offset the peaks and valleys of the aces. 
We have our share of both... bless ‘em... because both 
are important to the steady growth of a company. 

Today, it is important to have a good number 
of aces and agents in the field...and we're happy to 
say we have succeeded. Over the past few years, the 
Capitol Life has developed a field force made up of 
consistent, high quality producers... aces and agents 
alike. To do this, we have had to set high standards for 
new men as well as the present field force. If you can 
meet these company standards, we can help assure your 
success in the business. Because, when you join the 
Capitol Life, you will enjoy better than average first 
year commissions, liberal bonuses, effective sales train- 
ing, and an attractive company pension plan. You will 
also enjoy the use of proven sales aids in selling com- 
petitive and exclusive contracts. This combined with an 
intimate, helpful relationship with the Home Office, will 
return the success you have a right to expect. Just ask 
any Capitol Life representative. 





Daly Il, Vice President and Director of Agencies. 
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Mutual Names Managers Ba: 
at Davenport, Chicago Hit 

Mutual of New York has appointed R 
Merle Loder manager at Davenport and hav' 
named Claude E. Lewis to succeed Mr. OY 
. Niel 
EINSURANCE oT 
oO 
Your Mutual 
. e » 
Benefit Life 
MODERN VE a 
| UNDERWRITING C. E. Lewis Merle Loder an S ( 1 \ S : 
‘ Loder as manager of the agency at 39 ; * 
meets the demands of its mar- South La Salle building in Chicago. 
ket by use of Reinsurance. Mr. Loder, manager at Chicago since 
1946, entered the business in 1927 and 








When the subject is discussed, 
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STATE BY STATE 
SERVICE BY SERVICE 


As our area of service continues 
to expand, more and more ca- 
reer life underwriters are needed. 
Great Southern’s complete port 
folio of life, accident, sickness and 
hospitalization insurance offers 
unlimited opportunities for service 
in these great states. 


Why not grow with us? 


GREAT SOUTHERN 

Life Insurance Company 
Founded 1909 

Home Office + 


vs 


Houston. Texas 


ALABAMA 
ARIZONA 
ARKANSAS 
NEW MEXICO 
LQUISIANA 
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joined Mutual 10 years later at Omaha. 
He is a CLU. 

Mr. Lewis entered the business with 
Equitable Society at Chicago in 1948 
and became general agent of State 
Mutual Life six years later. He joined 
Mutual’s field training staff early this 
year. 


Pru Offers Increasing 


Policy for Juveniles 


Prudential has introduced an ordi- 
nary juvenile policy known as the 
“youth estate builder.” Issued on a 
paid up at age 65 basis, this level pre- 
mium policy provides $1,000 of insur- 
ance which increases each year, reach- 
ing a constant amount of $5,000 at age 
21. 


Dallas Banker Says Short 


Economic Retreat Good 


Watrous Irons, president of Federal 
Reserve Bank of Dallas, addressed the 
April meeting of the Dallas chapter of 
Texas Home Office Life Under- 
writers Assn. He said an economic 
slow-down experienced generally dur- 
ing the latter two months of 1955 and 
the first quarter of 1956 is a good sign, 
because it is time for the economy to 
level off momentarily to consolidate 
the gains; to catch up on credit ex- 
tensions and to correct over-inventor- 
ies. 





Berkshire Life Names 


Boulay at Manchester 


Berkshire Life 
has opened a new 
agency in Man- 
chester, N. H., and 
appointed Maurice 
V. Boulay mana- 
ger. The office is 
at 814 Elm street. 

Mr. Boulay en- 
tered the business 
with New York 
Life at Manchester 
in 1952 and has 
been_= assistant 
manager since 
1954. 


M. V. Boulay 





a 
Lange on Insurer's Board 
John R. Lange, former Wisconsin 
insurance commissioner, has _ been 
elected a director of Wisconsin Casual- 
ty Association, Milwaukee disability 
insurer. 





American United Sales up 42% 

American United Life sales increased 
42% in the first third of 1956, compared 
with the same period last year. The in- 
crease does not include A&S and group. 
The Indianapolis agency leads in pro- 
duction, followed by Kansas City. 
Claud Kellerhalls, manager at Cham- 
paign, Ill., led in personal production 
for April with $209,220. R. Neal Sin- 
clair, Indianapolis, led the company for 
the first four months of 1956 with 
sales of $701,838. 





Insurance |= 
to the ; 
client— : 
not the 
client 

to the 

policy.” 


Certainly, Mutual Benefit Life men 
are salesmen—and good ones, too. 
But they don’t “sell” their clients 
into conforming with some special 
policy—they plan the insurance to 
conform with the client. That’s why 
Mutual Benefit Life agents, like 
Martin J. Sherman of Grand 
Rapids, build sound careers right 
from the start and 
win confidence 
and respect in the 
communities they 
serve. The Mutual 
Benefit Life Insur- 
ance Company, 
Newark, N. J. 
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Bankers, Ia., Raises Olson, 
Hinkes in Midwest 


R. E. Olson and Joseph H. Hinkes 
have been appointed field supervisors 
py Bankers Life of Iowa. 

Mr. Olson is a member of the W. K. 
Niemann agency at Des Moines, Ia., 
and Mr. Hinkes is with the L. W 
Spickard agency at Milwaukee. 

One of the youngest “millionaires” 
in Bankers Life, Mr. Olson joined the 
company in 1954. In 1955, his $1 
million production ranked him fifth 
throughout the country. During 1954 he 
qualified for President’s Club and the 
Half Million Dollar Club. 

Prior to entering the life insurance 
pusiness in 1954, he was with Minne- 
sota Mining & Manufacturing Co. in 
Des Moines. 

Mr. Hinkes joined Bankers Life in 
1953 as an agent at Milwaukee and 
qualified for the Quarter Million Dollar 
Club during 1955. He joined the com- 
pany as an agent in the Milwaukee 
agency the following month. Mr. 
Hinkes is a member of the Land O’- 
Lakes, state and national life under- 
writers associations, serving on the 
Land O’Lakes board during 1955-56. 





Equitable Promotes Kelly 


Equitable Society has appointed 
Joseph G. Kelly associate counsel in 
the law department-investments. After 
17 years of private law practice in 
New York City, he joined the depart- 
ment’s securities division in 1952 and 
was named assistant counsel three 
months later. 





$0 Attend Long Beach CLU Day 


Long Beach (Cal.) CLU chapter 
sponsored a CLU day, which was at- 
tended by about 60 persons. Speakers 
and their topics included Ron Stever, 
president of Stever & Co., California 


pension, profit-sharing and welfare 
plans consultants, “Variable Annui- 
ties”; Carl A. Stutsman Jr., Los Ange- 
les tax attorney, “Short Term Trusts’’; 
Harry M. Bridgeman, southern Cali- 
fornia manager, Stanford Research In- 
stitute, “Economic Trends in Southern 
California,” and Lawrence A. White- 
sides, Connecticut General Life and 
president of the Long Beach chapter, 
closing remarks. 





Great-West Names 5 Supervisors 
Great-West Life has appointed five 


new supervisors for its branches at 
Sudbury, Ont., Montreal, Winnipeg, 
London, Ont., and Seattle. W. R. Cole- 
man has been appointed at Sudbury, 
H. B. Ferguson at Montreal, H. G. 
Pullin at Winnipeg, Richard Hysen at 
London and H. W. Hendry at Seattle. 


Midland Mutual Letter Wins Award 

Midland Mutual Life won first place 
award for its entry in the annual ad- 
vertising contest sponsored by the 
fifth district of Advertising Federation 
of America. The prize-winning entry 
was the company’s golden anniversary 
letter entered in the direct mail and 
sales promotion category. 








Benjamin E. Tate, Cincinnati busi- 
ness executive, has been elected a 
director of Union Central Life, suc- 
ceeding William H. Harrison II who 
died. Mr. Tate is chairman of Ray- 
mond City Coal & Transportation 
Corp. and vice-president and director 
of Swamp Creek Coal Co. of Logan, 
W. Va., and the United Mineral De- 
velopment Co. of Cincinnati. He also 
is a director and member of the execu- 
tive committee of Standard Brands, 
Inc., and a director of Western Union 
Telegraph Co. 
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Foundation for 
SECURITY 


In a building, it is a balance of 
architectural line, strength and utility. 


In life insurance, it is a balance of 
modern method, efficiency and 
continuing close human relationships. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA 


PENNSYLVANIA 








Trial of D. D. Murphy, 
Others Set for May 21 


Trial of D. D. Murphy, former com- 
missioner of South Carolina, Bradley 
Layton, former vice-president of Guar- 
anty F.&M., and George R. Farquhar, 
former president of Guaranty F.&M., 
has been set for the May term of Rock- 
land county, S.C., general sessions court 
which opens May 21. The case will go 
to trial without two of the defendants, 
O. T. Hogan, chairman of United of 
Chicago, and Paul Temple, Chicago 
broker, who are fighting extradition. 


The warrants in the case allege that 


Mr. Murphy, Mr. Layton and Mr. Far- 
quhar received $80,000 from United of 
Chicago to force the sale of Capital Life 
of Columbia to the Chicago firm for $1 
million less than it was worth. 


Neuhaus Heads Wis. Round Table 

Arthur H. Neuhaus, Bankers Life of 
Iowa, Milwaukee, was elected chair- 
man of Wisconsin Leaders Round Table 
at an annual meeting in Milwaukee, 
succeeding L. S. Wolfe, Acacia Mutual 
Life, also of Milwaukee. Ray Mertz, 
Mutual Life of New York, Milwuakee, is 
vice-chairman, and Herbert W. Chap- 
man, Equitable Society, Whitewater, 
was named to the executive committee. 
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mean more money 


for the man from Midland Mutual 


he has more ‘“‘management time’’—Progressive, up-to- 
date operating methods at Midland Mutual free the gen- 
eral agent from many details. He has more time for 
planning, managing and recruiting .. . and “agency- 
building” is where the great rewards are. 

There are, for example, no collection problems for 
Midlanders in the field, for Midland Mutual long ago 
centralized premium collections in the Home Office. 
Modern facilities and efficient procedures all down the 
line add up to high-caliber service to the field force and 


Consider, too, Midland Mutual’s exclusive Econo- 
check Plan for convenient monthly premium payments. 
This popular service and merchandising tool gives a 
214% savings over conventional monthly payments. 
And Econo-check business enjoys exceptionally high 


In all areas, progress is the keynote at Midland Mu- 
tual... and if you are interested in becoming a partner 
in progress as a Midland Mutual general agent, write 
Charles E. Sherer, CLU, Vice President and Director 


_ MIDLAND MUTUAL 


g LIFE INSURANCE COMPANY 


256 East Broad Street, Columbus 16, Ohio 


The areas where Midland Mutual desires to expand include agency building 
opportunities in: Arizona, lowa, Kansas, Minnesota, Missouri, Nebraska, North 
Dakota, Oregon, South Dakota, Washington. 
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be Stanford Miller, vice-president of 
“Substand- 
ard Accident & Health’; Horace Card- 
well, president of Texas Hospital Assn.. 
“If I Were a Claims Manager”; Francis 


Employers Reinsurance, 





Texas A&S Claims Men 


to Convene at San Antonio 


Texas A&H Claims & Underwriters 
Assn. will hold its annual convention 
at San Antonio June 8 and 9. Dr. J. L. 
Cochran, president of Texas Medical 
Assn., will speak on “Our Future and 
What Are We Going To Do About It.” 

Other speakers and their topics will 


Field Man’s Viewpoint,” 
Wheeler, 


Advertising Code.” 





Old Republic Life Insurance Company 
provides the most complete specialized 
credit life, accident and sickness insur- 
ance market for agents serving finan- 
cial institutions engaged in diversified 
instalment credit. Its representative 
can be of assistance to you. A phone 
call, wire or letter will bring the man 


from Old Republic to your desk with 


C. Sullivan, San Antonio district man- 
ager, American Hospital & Life, “The 
and J. D. 
American Hospital & Life 
general counsel, “Accident & Health 


Va. A&H Assn. Heroism Award 
Virginia Assn. of A&H Underwriters 

has given its first annual award for 

the most heroic act performed in sav- 


full details. 


Old Republic 


Life Insurance Company 
Chicago 1, Illinois 
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ing a life to Leland McCauley, a Rich- 
mond bricklayer, who rescued an in- 
fant from a house set afire by a navy 
jet plane crash. The award was pre- 
sented at a meeting by John M. Dew, 
vice-president of North American As- 
surance and chairman of the associa- 
tion’s awards committee. 


Says Needless Admissions 


Wastes Blue Cross Premium 
LANSING, MICH.—Dr. Harry F. 
Becker, medical director of Michigan 
Hospital Service, claimed that 20% of 
Blue Cross premium payments are 
wasted on patients who should not 
have been admitted to hospitals, at a 
meeting of the governor’s study com- 
mission on prepaid hospital care plans. 
Dr. Becker admitted the estimate 
was his “personal opinion” and cited 
a study showing that about 14.7% of 
the bed-days used by patients in Mich- 
igan general hospitals were “unneces- 
sary.” He said the study also showed 
the frequency of misuse of hospital 
facilities varied in direct proportion 
to the share of expense borne by pre- 
payment plans. Both hospitals and 
doctors have tried to remedy the situ- 
ation without success, he declared. 

Dr. L. F. Foster, secretary of Michi- 
gan Medical Assn., told the commis- 
sion he felt the solution lay in ade- 
quate “education.” George E. Bowles, 
commission chairman, said the Uni- 
versity of Michigan has offered its as- 
sistance in the current study. 

B. D. Dann, administrator of Hack- 
ley hospital, Muskegon, said there is 
no indication of a leveling off or de- 
cline in hospital costs. “We must ex- 
pect hospital costs to continue to in- 
crease about 5% annuaily over a per- 
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iod of many years unless there is a 
very significant decline in the general 
economic situation,” he said. He 
claimed that patient day-costs increas- 
ed from $9.39 to $21.76 from 1946 to 
1954. 

The commission was named to study 
the situation after CIO executives 
criticized Blue Cross rate increases 
and demanded correction of conditions 
causing the uptrend. 


Terms Cal. A&S Ads OK 

LOS ANGELES—Commissioner Mc- 
Connell, in his statutory report to the 
governor for March, prominently re- 
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views the matter of inquiries made 
about A&S by the California subcom- 
mittee on finance and insurance. 

Following department action the 
past few years against improper A&S 
advertising by companies and agents, 
Mr. McConnell said there has been a 
vast improvement. “Recent advertising 
material used in the state and coming 
to the attention of the department,” he 
said, “indicates that;;the insurers have: 
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substantially corrected, in some cases 
completely corrected, the practices 
which have heretofore been the sub- 
ject of action and activity of this de- 
partment.” 





Ohio Assn. of A&H Underwriters 
will hold its annual convention at 
Cleveland June 1. The speakers will 
include C. J. Schied of Cleveland; Chet 
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FRANK M. SPEAKMAN 
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ASSOCIATE 
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Elson of Waterloo, Ia., and David T. 
Conklin of Washington. 


St. Paul A&H Agents Elect 


Loane J. Randall, executive vice- 
president of St. Paul Hospital & Cas- 
ualty Co., has been elected president 
of St. Paul (Minn.) Assn. of A&H Un- 
derwriters. Terry McGovern of the 
same company was named secretary- 

















treasurer. 





Ohio Agents Plan Annual ' 


San Antonio A&H Agents 
Discuss Give-Away Deals 
San Antonio Assn. of A&H Ung 
writers at the May meeting hearg 
discussion of the free insurance bg; 
offered by auto manufacturers 
were told that the Texas board of 
missioners is studying the matter, 
Herman Andrew of Business Me 
Assurance, vice-president of the 





ciation, presented a certificate of 000 ¥ 
preciation to Marion Coulter, imme; ten af 
ate past-president. stand 
eee ium | 

Columbus A&H Agents Eled with 
C. S. Curtis, assistant manager #20 Yé 
the Swisher agency of Mutual Bengg inclu 
H. & A., has been elected president @ with 
Columbus (O.) Assn. of A&H Undes thous 
writers. 45, $4 


Other officers are T. A. Stevens 
Provident L.&A. vice-president; P. 
Wagner of Business Men’s Assur 
secretary, and J. R. Hennen of Amey, 









































can Service Bureau, treasurer. Dim Ma 
tors are F. J. Daugherty of No gener 
American Life, D. C. Henderson anf jend 
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POLICIES 


Occidental Enthusiastic 
Over New Whole Life Plan 


Occidental Life of California reports 
enthusiastic reaction to its new $15,- 
whole life plan. The plan is writ- 





— 


if ten ages 16 through 65 and issued sub- 


standard up to 500% mortality. Prem- 
jum is $13.65 a thousand at age 25, 
with $2.64 a thousand cash value after 
90 years. Other illustrative premiums 
include $19.05 a thousand at age 35 
with 20-year cash values of $345 a 
thousand, and $28.27 a thousand at age 
45, $436 a thousand 20-year cash value. 


Manhattan Has New 


} Annuity Dividend Scale 








Manhattan Life has put out a new, 
generally upward revision of its divi- 
dend scale for retirement annuities 
and life annuities. New scales apply to 
life annuities without refund or with 
cash or installment refund, also to an- 
nual premium and single premium re- 
tirement annuities. All Manhattan an- 
nuities are participating. 


Manufacturers Offers 


Two Low Rate Policies 


Manufacturers Life has introduced a 
new version of its guaranteed maxi- 
mum protection plan. The non-partici- 
pating whole life policy will be offered 
at reduced rates in amounts of $25,000 
and up. 

For non-participating coverage in 
amounts of less than $25,000, a $7,500 
minimum preferred life paid up at 90 
plan is available. 

Neither policy is limited to super- 
select risks and both are available to a 


wide range of substandard risks and to 
those whose occupation requires pay- 
ment of an extra premium. Riders a- 
vailable for both include family income 
benefit, total disability premium waiv- 
er, disability income, double indemnity 
and supplemental term benefits. 


North American Life 


Ups Non-Medical Limits 


_ North American Life of. Chicago has 
increased its non-medical limits from 
$10,000 to $15,000 for applicants be- 
tween ages 5 to 35 inclusive. For ages 
36 to 40 inclusive, the limit is $10,000. 
From 41 to 45 inclusive, the new non- 
medical limit is $5,000. 

After an applicant has obtained his 
maximum amount of non-medical cov- 
erage and then later is examined for 
additional insurance, he will again 
qualify for another maximum amount 
of non-medical. 


Change Non-Med. Limits 


Republic National Life has extended 
its non-medical limits, effective April 
12, to. $20,000 for ages 0 to 34, $10,000 
for ages 35 to 39, and $7,500 for ages 
40 to 44, inclusive. A narrative inspec- 
tion report will be required on non- 
medical cases in excess of $10,000. 


Old Line Life Cuts Rates 


Old Line Life of Milwaukee has re- 
duced its premiums on non-participat- 
ing life paid up at age 85 plan, and re- 
tirement income at 60 and 65 plans. In 
addition the company is writing a new 
special whole life non-participating pol- 
icy with $10,000 a minimum. 


Pacific Mutual Life, which a year 
ago announced plans to build a neigh- 
borhood shopping center in the Kent- 
wood area of Westchester in southwest 
Los Angeles, has begun construction 
on the project. 





Life 

A&H 

Group 
Franchise 
Hospitalization 
Brokerage 


Reinsurance 








Theo. P. Beasley, President 








life insurance in force exceeds 


$972,000,000.00 


PLUS: One of the most advanced 
agents training programs in the 
nation . . . Supervised offices . . . 
Trained Group men to assist 
agents .. . An alert Underwriting 
and home office staff... Top 


commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Home Office, Dallas 











FRATERNALS 


Lutheran Brotherhood 
Opens New Home Office 


Lutheran Brotherhood’s new six- 
story, $2,500,000 home office in down- 
town Minneapolis was formally opened 
this week. 

The new structure started in 1954 
and completed May 1. The Minneapolis 
chamber of commerce occupies the 
sixth floor of the building which fea- 
tures modern curtain-wall construc- 
tion of stainless and porcelain-enam- 
eled steel and 640 double-pane plate 
glass windows. 

A series of events were held in con- 
junction with the opening. Monday, 
May 14, was designated for employes 
and their families. On Tuesday the so- 
ciety’s officials and staff met with 
press, television, radio representatives, 
church and civic leaders. Public open 
house was slated for Thursday and 
Friday. 

A dinner for 200 guests was held 





Wednesday night at the Minneapolis 
club, with Dr. Joseph Simonson, Unit- 
ed States Ambassador to Ethiopia, as 
the main speaker. 

A majority of the fraternal’s 552 
agents are expected to visit the new 
building during the annual conference 
July 26-27, at which time the official 
cornerstone laying will be observed. 
The cornerstone is being brought from 
Eisenach, Germany. 


Maccabees Agency Moves 


The Best agency of Maccabees in 
New York has moved to Richmond 
Hill, L. I., where it has larger quarters 
and better parking facilities. Nathaniel 
J. Cooperman and Herman Groman are 
in charge of the agency. 


Shepler on Fraternal Committee 
Robert Shepler, Maccabees, was 
among those elected to the executive 
committee of Fraternal Field Managers 
Assn. at a recent meeting in Chicago. 








William R. Burns, in the acturarial 
department of Great-West Life since 
1947, has been appointed assistant ac- 
tuary for Western & Southern Life, He 
is an associate member of Society of 
Actuaries. 

















REDUCED PREMIUMS, Increased Settlement Options, 
new policies, pace-setting underwriting — are all 
announced and explained in Postal’s latest news- 


making bulletin. Just ask for it. 


This monthly information could be very valu- 
able to you in helping you place some of your 
business... perhaps some of the cases you are now 


losing. 


Write today for the new “Postal Herald” — or 
pick up the phone and call the Postal Life General 
Agent nearest you. You'll be glad you did! 





POSTAL LIFE 


General Agency Opportunities in Upper New York and Conn. 
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Penn Mutual Gift to Finance MDRT Research 


(CONTINUED FROM PAGE 1) 





mittee may be enlarged later, if the Wednesday from New York. Following 


need arises, Mr. Priebe explained. 

Mr. Adam’s announcement of Penn 
Mutual’s funding of the research proj- 
ect and Mr. Priebe’s appointment of the 
public relations committee were greet- 
ed by the members with much enthusi- 
asm. 

Stanley C. Collins, president of Na- 
tional Assn. of Life Underwriters 
speaking on “Today’s Navigating Charts 
Tomorrow’s Course,” stressed the role 
that Million Dollar Round Table mem- 
bers have in setting the pattern for oth- 
er agents in years to come, the respon- 
sibility that the present generation of 
agents has for seeing to it that the 
business is one that men in the future 
will want as a career. 

Mr. Priebe, besides acting as toast- 
master, gave the traditional “state of 
the union” report on Million Dollar 
Round Table activities during the past 
year. He introduced the past chairmen 
and called on various members to re- 
ceive recognition. 

The Kungsholm noon 


sailed at 


a conducted tour of the ship, there was 
a short reception at which new mem- 
bers were welcomed. Then followed the 
past chairmen’s reception, with the im- 
mediate past chairman, George B. 
Byrnes, New England Life, New York 
City, as chairman. Later the past chair- 
men were guests of the executive com- 
mittee at a dinner. 

The members arrive in Bermuda Fri- 
day morning. There will be a golf tour- 
nament at the Mid-Ocean country club 
a fishing tournament at the Pompano 
Beach club, and tennis at the Elbow 
Beach club, plus tours of the island, 
fishing, tennis, sailing, swimming, golf 
and shopping. Saturday will also be an 
“open” day, until the “cabin-hopping” 
sessions that evening, after the ship 
has sailed. Sunday will be a full day of 
sessions, with a panel on basic selling 
techniques and two addresses. The 
Kungsholm is scheduled to dock Mon- 
day morning at New York. 

“Business Insurance Opportunities 
Created by Present-Day Developments” 
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inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 


to make payment in advance. 
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with Insurance Experience 


... to help us further develop our brokerage and surplus business in 


| We’re looking for an Ambitious Young Man 


the Chicago area. 


strongest insurance companies in 
million policyholders. 





Chicago 4, Il. 


Ours is a large and well-established agency for one of the oldest and 


We have a most attractive offer for the right man. Please tell us all 
about yourself in a letter, so that we can determine if it might be 
mutually advantageous to arrange for personal interview. Write Box 
#M-58, c/o The National Underwriter Co., 175 W. Jackson Blvd., 


America—serving well over one 














PENSION ACTUARY WANTED 


Fellow or Associate with pension experi- 
ence to join rapidly growing consulting 
firm. Professional services only with no sell- 
ing. Liberal salary, insurance plan and 
extra incentive pay. Partnership basis pos- 
sible for right man. Our staff knows of this 
ad. Write Box M-57, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 


A & H AGENCY DEPT. 

New life division of 115-year old northeastern 
causalty company (not N.Y.C.) seeks life pro- 
ducer 30-40, with heavy A & H experience, Home 
Office aspirations, to organize from scratch. 
Good starting salary, excellent opportunity. 
Travel limited to probable '/; of U. S. and 
calendar. Furnish background in education, 
production and other experience, family; state 
requirements; all in confidence to Box M-60, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








REGIONAL MANAGER 


OPPORTUNITIES 
Missouri, Arkansas, Oklahoma, Kansas, 
Colorado, California, Mississippi, Ala- 


bama, Georgia. 


Progressive, service-minded company seek- 
ing successful, high-calibre general agents 
to recruit other general agencies on a par- 
ticipating basis. Offering attractive con- 
tract and comprehensive sales kit. 

Write Box M-54 


c/o The National Underwriter Co. 
175 W. Jackson Blvd., Chicago 4, Ill. 





General Agency 
PHILADELPHIA 


Once in a lifetime true Life Insurance General 
Agency Opportunity. Vested contract with com- 
pany support and Moenciet all the way. Every 
tool; All Policy Forms ((A&S, too) Eastern Com- 
pany. Write in Confidence. Box M-53, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicaao 4, Ill. 








AGENCY MANAGERS WANTED 


TO spearhead expansion program of one of na- 
tion's top fifteen life companies, 26 appointments 
will be made this year in U.S. an nada. 
vomet, confidential interviews will be granted 
qualified applicant nd complete résumé to: 
Box #K-23, The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, IIlinois. 














BALTIMORE 
MANAGERIAL OPPORTUNITY 


Eastern Company offers opportunity for last 
change to man who can really build. Every 
kind of assistance available. All forms financ- 
ing, recruiting, training and lead programs. 
Unlimited growth probable. Write fully. Box 
M-46, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 








GROUP MAN AVAILABLE 
Over 5 years experience in Group Sales. 
Excellent production record. Can super- 
vise and train new men. Prefer Mid west 
location. Reply to Box M-56, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











were thoroughly explored by three 
widely known authorities in this field. 
Their talks followed the traditional 
opening session Thursday morning and 
that afternoon they conducted “Work- 
shop”’ sessions on their respective sub- 
jects. 

Michael D. Bachrach, prominent 
Pittsburgh CPA, showed how the abil- 
ity to interpret a balance sheet gives an 
agent a decided advantage over one 
who lacks this knowledge. 


A question that business men often 
ask and that is of equal interest to life 
underwriters is “How much can my 
business afford to pay for life insurance 
premiums?” Mr. Bachrach said. He said 
his formula is entirely home-made and 
he has never heard it advocated by any- 
one else but “because clients who ask 
the question expect a satisfactory an- 
swer I have generally suggested a fig- 
ure equivalent to 10% of the amount 
paid during the year for executive sal- 
aries.” 

“My reasoning,” he said, “is based on 
the assumption that the salaries which 
a business pays its officers or employes 
are a fairly reliable guide to how valu- 
able these men are to the company. I 
think it is logical that a man earning 
$50,000 a year should be covered by 
more insurance than a man earning 
$20,000. If a corporation has three offi- 
cers whose combined salaries are $60,- 
000 a year and it is desired to insure 
these men I suggest as much insurance 
as can be purchased with premiums of 
$6,000 a year. By the same token, if a 
group of salaries totals $200,000 a year 
I suggest the premiums should run 
about $20,000... 

“The point to keep in mind is that 
two businesses of equal size do not 
necessarily pay equal amounts in ex- 
ecutive (or key-man) compensation, 
since one business may be more profit- 
able than the other, and willing and 
able to pay higher salaries. By pegging 
the potential insurance coverage to the 
size of the executive payroll rather 
than to the size of the business the 
underwriter will generally be on much 
better ground. 

“Interestingly enough, experience 
has shown that my homespun formula 
generally yields an amount which 
seems to be in line with all the expen- 
ses in the income statement, hence does 
not unduly distort the operating ratios.” 


Charles B. McCaffrey, Northwestern 
Mutual Life’s director of advanced un- 
derwriter training, said there is no 
question but that the proper use of life 
insurance in deferred compensation ar- 
rangements, whether on the conven- 
tional key-man basis or the more re- 
cently developed split-dollar plan, can 
provide greater benefits for the key ex- 
ecutive and his family than would be 
the case if he himself were to receive 
additional compensation and use it to 
purchase personal insurance. 

“In many situations,” he said, “there 
is no better way to benefit both the 
employer and the employe at so little 
net cost. When the basic underlying 
factors are clearly explained and un- 
derstood, the method of funding a 
deferred compensation plan with life 
insurance meets with a high degree of 
acceptance.” 

Mr. McCaffrey mentioned the “green 
light” given split-dollar plans by the 
internal revenue service in its bulletin 
of Dec. 5, 1955, (55-173), as a means of 
providing life insurance protection for 
key employes. Advantages to the em- 
ployer, he said are that (1) promising 
young men stay with the employer, re- 
ducing junior executive turnover; (2) 
the employer can pick those to be in- 


= 


sured and for how much; (3) the play 
fits in with but doesn’t interfere wit, 
existing group insurance, pension anj 
profit-sharing plans; (4) the employe 
knows that the families of his selecte 
employes will not be impoverished by 
an untimely death with resulting em. 
barrassment to him. 

From the employe’s viewpoint, he 
gets much more life insurance protec. 
tion when he needs it most than he 
would otherwise; he pays premiums fo 
only a few years but his protection con. 
tinues and the reducing amount of jt 
(fact amount less cash value) is not, 
drawback because his insurance nee 
usually lessen as his children grow old. 
er; his average cost of protection is les, 
than group term rates; the protection 
is provided by an individual policy that 
he can acquire at original rates at any 
time by paying off the employer’s aq. 
vances. 


Denis B. Maduro, New York attorney 
and outstanding authority on taxation, 
estate planning and business insurance, 
said there are many situations where 
the prospect is much more likely to buy 
on the basis of stock perpetuation than 
selling the stock of his corporation. For 
example, a stockholder wants to leave 
all or most of his stock to a son in the 
business, or a majority stockholder may 
believe his closely held stock is an asset 
too valuable to sell. 

Where a son is involved, the agree- 
ment could obligate the stockholder to 
sell and the corporation to buy the stock 
and the son would have the right to buy 
the stock at such times and in suh 
amounts and for such price as the fa- 
ther and the corporation specified in 
the original agreement. Or a similar 
arrangement could be set up, with the 
co-stockholders, rather than the corpo- 
ration, being obligated to buy the stock 
and later sell it to the son. Or the plan 
could by-pass both the corporation and 
co-stockholders, merely obligating the 
father to sell and the son to buy his 
stock at the father’s death at the price 
stated and according to the specified 
mode of payment. 


In the majority-stockholder situation, 
to overcome the normal “stymie” of in- 
sufficient outside property to enable 
the estate to perpetuate voting control, 
Mr. Maduro suggested recapitalization 
to set up a new class of stock with no 
voting rights or with subordinated 
rights. This enables the estate to sell 
the non-voting stock, thereby providing 
the “additional outside property” need- 
ed to pay taxes and other obligations 
of the estate. 

The first session of “cabin-hopping,” 
at which members dropped in at dis- 
cussions on subjects of special interest 
to them, took place Thursday evening. 
Each cabin host gave out printed ma- 
terial giving his introductory talk and 
many also included exhibits and figures 
from hypothetical and actual (but dis- 
guised) cases. Here are some quotes 
from the cabin hosts’ talks: 

Nathan H. Burgheim, Northwestern 
Mutual, St. Louis: “In the past 10 or 15 
years of increasing business, many 
firms have expanded and their key-men 
have been given stock or given oppol- 
tunities to buy stock. Today, these key- 
man stockholdings represent substan- 
tial amounts, although originally they 
may have been very nominal. In this 
period of business expansion many 
companies have been started. As I see 
it, our job is to find the key-men who 
are successfully running these new of 
expanded businesses. Their original 
stock probably was quite nominal in 
amount, in many cases just a few thou- 
sand dollars. Today, these interests are 
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worth $25,000, $50,000, $100,000 and 
even more.” 

Iram H. Brewster, Phoenix Mutual 
Life, Pittsburgh: “A recent survey 
showed that loss of executives to cor- 

rations, for reasons other than death 
or retirement, are at a pace exceeding 
the pre-war rate by almost one-third— 
in some engineering industries by more 
than 50%. Corporations are searching 
for an answer to (1) how to retain pre- 
sent executives and (2) how to recruit 
new managerial employes for replace- 
ment or expansion purposes. Our indus- 
try is in a unique position: We have 
the tools whereby companies can solve 
these two problems to a great extent 
through the use of key-man protection. 

Harold M. Covert Jr., Mutual Benefit 
Life, Allentown, Pa.: “The equity own- 
er in a corporation realizes that a new 
look must be taken at his over-all com- 
pination of compensation plans, be- 
cause, at all events, he must make a 
profit before he can diversify. The 
proper combination actually creates an 
economic balance for key employes 
with insurance to guarantee benefits, 
while, for example, equities increase 
through stock option and profit-shar- 
ing plans.” 


e e e 
Richard J. Katz, Massachusetts Mu- 
tual Life, Rochester, N.Y.: “Assets 


transferred within the corporation and 
held in the life insurance cash values 
represent a segregated and guaranteed 
source of credit that is always available 
when additional working capital is 
needed. They have the advantage of 
available surplus without the disadvan- 
tages of substantial cash surpluses that 
are so frequently vulnerable to govern- 
ment attack as unreasonable accumula- 
tion of surplus... 

“The question, ‘Are premiums deduc- 
tible as a business expense?’ is a ques- 
tion which, if asked by the prospective 
buyer, becomes an objection. I strongly 
believe that this question should be 
raised by the underwriter and then 
properly explained, thereby removing 
aserious objection which can frequent- 
ly become an issue.” 

Vincent A. Miletti, Northwestern Mu- 
tual Life, Newark,: “I will never be 
able to understand why a business man 
will become materially upset if General 
Motors, U.S. Steel, or A.T.&T. sells off 
afew points and yet agree to provide 
for the sale of his interest in a business 
at less than fair market value. I am of 
the opinion that we, as underwriters, 
have been substantially responsible for 
this willingness to sell at less than fair 
market value and I cannot help but feel 
that we have brought this about by the 
emphasis on the fact that a restrictive 
agreement will establish value for es- 
tate tax purposes and hence result in 
tax savings to the estate.” 


Julian D. Walter, Northwestern Mu- 
tual, Chattanooga; “Very often the key 
man, through false modesty or other 
facts, does not feel that he is in a posi- 
tion to push the idea of the purchase of 
insurance on his life, and may even take 
a negative attitude. In such cases, I 
know of instances where the key-man, 
on the receipt of the proposal, penciled 
a memorandum to another person and 
asked, ‘What do you think of this plan 
with the result that this individual took 
the lead in pushing the purchase of the 
Msurance.” 


Chester Ashford, Pacific Mutual, Mc- 
Farland, Cal.: (On streamlined package 
selling). “It is our duty to our client to 
serve him well, as we may have to face 
his widow with the pay-off sooner than 
we think. Have we sold her and the 
children short by offering only a simple 
package, which was easily written, 
which took little time, and little money, 


a non-medical, and in the end a re- 
duced commission to us and minimum 
protection for the widow? Or shouldn’t 
we spend a little more time fixing the 
problem and offer a streamlined pack- 
age, one that will provide at least the 
basic needs of life, plus many extras for 
the wife, the children, replacement of 
income due to disability, and additional 
income for him if he lives to retire- 
ment?” 

William T. Earls, Mutual Benefit Life 
Cincinnati, past MDRT chairman: “Like 
most really great sales concepts, the 
split dollar plan is really a very simple 
sales idea. The only possible cause for 
confusion lies in the presentation of the 
proposal or the mechanics of working 
it out. If you passed addition and sub- 
traction in school it should not take 
more than five minutes to understand 
a proposal and if there’s anyone at your 
home office who is cooperative . . . the 
mechanics for working out the split- 
dollar arrangement can be readily co- 
ordinated. . . There is no gimmick, no 
tax deal, no nothing in the split-dollar 
plan. Attempts to make it such only 
becloud the issue and in the end make 
the government people think that there 
is a tax aspect or a rinky-dink to the 
plan, which of course there isn’t.” 

Henry F. Silver, New England Life, 
New York City: (Concluding a short 
telephone approach during which the 
prospect shows reluctance to agree to 
an appointment) “Well, in the first 
place, Mr. Jones, I see no reason why 
my wanting to meet you should neces- 
sarily arouse any tremendous enthusi- 
asm on your part, and so we try to 
make it worth your while in this way: 
We have access to-uh- information that 
might be worth money to you even if 
you never buy more life insurance - 
and if I may drop in to see you Mr. 
Jones, I’ll take—well, I’ll tell you, Mr. 
Jones, I’]l take less than three minutes 
to outline what I have in mind. Will 
that be all right? . . . O.K., will tomor- 
row at 3 p.m. be all right? Fine, see you 
then.” 

Ralph E. Foster, Canada Life, Ot- 
tawa: (At a special session for Canadi- 
an members) “There are several ways 
by which existing plans (for executive 
and employe pensions) which provide 
relatively nominal benefits may be 
amended to look after the needs of a 
special group. The little blue book of 
‘regulations’ put out by national reve- 
nue says, ‘there shall be no discrimina- 
tion’ as among employes, but our expe- 
rience has been that wherever a sound 
reason has been advanced for taking a 
particular course of action, the regula- 
tions have been sufficiently elastic to 
stretch around it.” 


All American Names 


Smith Minn. Manager 


James G. Smith has been made man- 
ager for Minnesota by All American 
Life & Casualty. He entered life in- 
surance in 1946 with Penn Mutual and 
later joined Mutual Benefit Life. In 
1951 he joined Business Men’s Assur- 
ance, was made assistant manager at 
St. Cloud in 1954, and in 1955 manager 
at Minneapolis. 

Mr. Smith is a past president of 
Minnesota State Assn. of A&H Under- 
writers. 





LUTC Promotes Coggins 


John T. Coggins Jr., training assist- 
ant of Life Underwriter Training 
Council for two years, has been pro- 
moted to director of training to suc- 
ceed Pasquale A. Quarto, who has been 
named vice-president of Bankers Na- 
tional Life. Mr. Coggins, a CLU, pre- 
viously was with Phoenix Mutual Life 
in Newark for two years. 


N. Y. Association Will 
Push for Group Limit 


(CONTINUED FROM PAGE 1) 
limit. “We find that many group com- 
panies’ executives want a limit,” he 
added. 

Harold W. Baird, Northwestern Mu- 
tual, New York City, president-elect of 
the association, denied that the grow- 
ing amount of group in force results in 
greater sales of ordinary. There is no 
relationship between the two, he said. 
The growth of the economy is behind 
the increased sales of both. 

Delegates discussed a letter from 
Metropolitan Life concerning its policy 
on General Motors dealers. A. Stewart 
Payne, general agent in Binghamton of 
Security Mutual Life of Binghamton, 
retiring association president, assured 
members from Metropolitan that the 
association was not “picking on” their 
company. 

Another matter gaining considerable 
attention of the delegates was _ the 
state’s unincorporated business tax. Jo- 
seph N. Desmon, general agent of Con- 
tinental Assurance at Buffalo, new as- 
sociation vice-president, reported no 
headway is being made and that agents 
still may be asked to pay the tax. 

A show of hands revealed about a 
third of the delegates had received let- 
ters from the state demanding payment 
of the tax. Although the tax has been 
on the books for some years, no attempt 
was made until recently to levy it 
against men selling life insurance. 

Other groups are interested in this 
situation and may cooperate with the 
association, Mr. Desmon reported. 

The delegates authorized the execu- 
tive committee to take action to resolve 
the problem. The broadly worded mo- 
tion empowered the committee to work 
in cooperation with other groups or go 
it alone at the sole expense of the asso- 
ciation. It was indicated that a test 
case may be instituted in the courts, if 
necessary. 

Regarding rebating, Mr. McCarty, 
who termed the anti-rebative law “a 
good weapon,” said the New York de- 
partment had been asked for an opinion 
on an insured’s position in such a situa- 
tion, after the association was queried 
on the point. 

At the luncheon, sponsored by the 
host New York city association, S. 
Redeker, general counsel of Fidelity 
Mutual Life, spoke on sales and tax 
implications of the split-dollar plan. 
Upon his remark that he did not view 
the split-dollar arrangement as a loan, 
someone in the audience pointed out 
that New York law prohibits loans with 
out interest to employes. Mr. Redeker 
replied that this might be the place for 
a test. He noted that the government 
ruling on split-dollar held that the cor- 
poration makes annual loans without 
interest to employes, who do not realize 
taxable income because of the employ- 
er’s forbearance of interest. 

Mr. Redeker listed some of the sales 
aspects which make the plan attractive 
to prospects and a good door-opener for 
agents. He indicated his fear that the 
revenue service, besieged by requests 
for opinions, may seek legislation to 
stop the split-dollar arrangement. How- 
ever, he added, these plans should not 
be used as substitutes for conventional 
policies where the prospects pay the 
premiums. 





Bankers, Ia., Promotes 2 


Bankers Life of Iowa has premoted 
Leroy .McWhinney to associate region- 
al group manager in the Buffalo group 
office and Harold R. Swanson has been 
appointed Seattle group manager. 

Mr. McWhinney will be associated 
with George D. Lewis, regional group 


manager at Buffalo. Since joining 
Bankers Life in 1954, Mr. McWhinney 
has been a member of the home office 
group sales department. Prior to join- 
ing the company, he represented a 
large eastern group-writing company. 
He is a member of the Des Moines Life 
Underwriters’ Assn. .- 

Mr. Swanson will be associated with 
Phil Berthiaume, regional group man- 
ager at Portland, and Ray S. Cumpston, 
James D. McInroe, Jr., group represen- 
tatives. Their territory includes the 
states of Oregon, Washington, Mon- 
tana and Idaho. 

Prior to joining Bankers Life, Mr. 
Swanson had been employed by a 
western hospital service organization 
for several years, most recently as field 
manager, 





Bankers, Ia., Names 


Mayville Manager 

William J. Mayville Jr., has been 
named manager of a new Miami office 
for Bankers Life 
of Iowa. Before 
joining Bankers 
Life, he had been 
with Massachu- 
setts Mutual in 
Miami. 

Mr. Mayville 
entered the life 
insurance business 
in 1947, as an 
agent for Pruden- 
tial He joined 
Massachu- 
setts Mutual as 
supervisor in Miami in 1950, remaining 
there until 1955, when he joined 
Acacia Mutual, also in Miami. In 1956, 
he rejoined Massachusetts Mutual. 

He is a member of the Miami, state 
and national associations of life under- 
writers. 





Ww. J. Mayville 


Provident Mutual Opens 


Course in Management 


Provident Mutual Life has launched 
a 1-to-2-year training program to pre- 
pare qualified men for agency man- 
agement. e 

The program will include discussions 
on all phases of agency management, 
statistical data on new agents, recruit- 
ing and supervision methods. Field as- 
signments, including agency visits and 
attendance at general agents’ and man- 
agers’ meetings, will supplement the 
home office program. Trainees will 
work in each department to gain fa- 
miliarity with operations. . 

C. Gordon Ferguson and James F. 
Sutor, associate and assistant managers 
of agencies, respectively, will direct 
the program. Robert M. Fuller, Allen- 
town; Winton H. Green, Syracuse; R. 
M. Wiese, Chicago; Richard L. Wohl- 
man and James A. Schnaars, both Phil- 
adelphia, are the first trainees. 





Career School at Milwaukee 


Northwestern Mutual Life held its 
first 1956 career school at Milwaukee. 

The two-week course prepared suc- 
cessful new agents for work in some of 
the more advanced fields. The 38 en- 
rolled comprised the largest class since 
the organization of the school in 1947. 





Hitomi Promoted in Cal. 


T. J. Hitomi has been appointed as- 
sistant general agent at the Tuvey 
agency of Lincoln National Life at 
Sacramento, Cal. Mr. Hitomi has been 
with the agency for the past 10 years. 





Huebner Addresses Boston CLUs 


Solomon S. Huebner, president emer- 
itus of American College, addressed 
the annual meeting of Boston CLU 
chapter on “Outstanding Future Trends 
in Life Insurance.” He was introduced 
by Paul F. Clark, president of John 
Hancock. 
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Equitable Establishes 
2 New Departments to 


Work with Electronics 


Equitable Society has established 
two new departments, ordinary insur- 
ance administration and methods re- 
search, in recognition of the increasing 
importance of electronic data process- 
ing and computing machinery in life 
insurance office work. 

Ordinary insurance administration 
will operate all electronic equipment 
and do administrative work connected 
with premium billing, policy. dividends 
and policy loan interest. It will do of- 
fice work associated with ordinary 
insurance commissions to agents, a job 
previously done by two other depart- 
ments. 

The department will be headed by 
Earl T. Helsel, who has been promoted 
from assistant controller to 2nd vice- 
president. Manager will be Carl E. 
Thompson, who has been manager of 
the annual dividend bureau. Assistant 
managers will be Stanley W. Borek, 
Frank H. Byrne, John F. Day, Curtis 
D. Morgan and Walter F. Reap. 


Methods research department will 
prepare operating procedures designed 
to make maximum effective use of 
electronic machines for all appropriate 
home office functions. It will plan and 
conduct trial operations to determine 
where the new procedures can be in- 
stalled on a fully operational basis. It 
will conduct broad studies of operating 
procedures in areas which do not lend 
themselves to mechanization. 

The department will be headed by 
David Harris, who has worked on 
the company’s electronic development 
since 1953. Last year he was named 
manager of the methods research 
group, the section elevated to depart- 
ment status. 

Both departments will be under the 
supervision of Walter Klem, senior 
vice-president and actuary. 





Home Life Opens Agency 


at Santa Barbara, Cal. 


Home Life of New York has opened 
a new agency in Santa Barbara, Cal., 
and appointed Stanley M. Darrow 
manager. 

Mr. Darrow has been with Pacific 
Mutual Life since 1952, most recently 
as a branch manager. His office is tem- 
porarily at western sales division head- 
— at 633 Shatto place, Los An- 
geles. 


Mass. Mutual Quarterly 
Sales Are $206 Million 


Massachusetts Mutual Life sales in 
the first quarter totaled a record $206 
million, consisting of $182 million in 
ordinary and $24 million of group. 

January sales of $70 million set a 
new peak for a single month. Through 
March, the company had 43 consecutive 
months of improved production over 
the same month of the preceding year. 





36,684 Calls to BBB on 


Life Insurance in 1955 


The 107 Better Business Bureaus in 
the U. S. and Canada received 35,315 
inquiries and 1,369 complaints about 
life insurance in 1955. 

BBB made eight contacts with ad- 
vertisers regarding life insurance and 
referred two advertisements to author- 
ities. The advertisements appeared in 
four newspapers and three other media. 

Although total insurance instances of 
service dropped 4%, requests for life 
insurance information rose 20%. This 
increase was offset by a 24% decrease 


regarding other types of insurance, 
primarily A&sS. ; 

Inquiries and complaints to bureaus 
about all kinds of insurance totaled 
117,918 in 1955. Insurance dropped 
from third to fourth in the 10 classifi- 
cations causing the greatest work load. 
Some instances of service about securi- 
ties and investments concerned offers 
of questionable mining, oil and insur- 
ance stocks. é 

BBB held nine trade practice con- 
ferences on insurance. 





Mills Denies Favoring 


‘Total Income’ Tax Basis 
(CONTINUED FROM PAGE 1) 
partment or any congressional tax 
committee will consider any punitive 
tax legislation affecting a hundred 
million policyholders as well as mil- 
lions of stockholders in life companies 
whose financial reserves must contin- 
ue to be strengthened in order to 
guarantee their ability to meet all ob- 
ligations of which they are trustees. 
Unquestionably these factors will be 
considered by the treasury depart- 
ment and congressiona] committees 
since they affect the great majority of 
American families at the grass roots 

ievel,” 





President's Month Sets 
Manhattan Life Record 


Manhattan Life’s field force set a 
new l-month record in April, presi- 
dent’s month, with $19,169,032 submit- 
ted exclusive of group plans. Richard 
E. Smith, Seattle, led in personal vol- 
ume, and Harold Regenstein, New 
York, led in lives. 

The Grosten agency, Los Angeles, led 
in agency volume in both ordinary and 
group. The Ranni agency, Miami, was 
runner-up in agency volume with Seat- 
tle third and the Miller agency, Char- 
lotte, N.C., fourth, 

In addition to the record of $19,169,- 
032 of ordinary business, there was 
also $6,106,500 of group submitted dur- 
ing April, for a record total of $25,275,- 
532. 


Provident Mutual Sales 
Rise 20.6% in April 


Provident Mutual Life sales were up 
a record 20.6% in April and up 13.3% 
in the first four months. New invest- 
ments in the first quarter totaled $21,- 
557,000 and yielded a 4.23% gross re~ 
turn. Outstanding investments for the 
quarter yielded a gross 3.71% on total 
ledger assets of $767,281,000. 





Nicholson at New Cal. 


Agency for Occidental 


Occidental Life of California has 
opened its first general agency at San 
Bernardino, Cal., and has appointed 
Jack E. Nicholson general agent. In in- 
surance for seven years, Mr. Nicholson 
formerly was an agent and division 
manager at San Bernardino for Pru- 
dential. 





Mutual Cuts A&S Rate: 


Eases Term Conversion 


Mutual of New York has reduced 
the premium for existing individual 
A&S policies providing benefits for 
accidental loss of life, limb or sight. 
New polcies are being issued at the 
lower rates. 

The practice for converting ordinary 
decreasing term to permanent plans 
has been liberalized. Formerly, term 
could be exchanged without evidence 
of insurability for an amount equal to 
80% of the term in force at time of 
conversion. The permissible ratio has 
been increased to 100% during the first 
two years, 90% in the third and fourth 
years, and 80% after the fourth year. 


Prospects Brighter for 
Placing NALU Building 


on Larger Plot of Land 


WASHINGTON—The proposal that 
the government acquire additional 
land on C street next to the National 
Assn. of Life Underwriters building 
site, thereby permitting the projected 
$50 million State department building 
to face the front rather than one end 
of the NALU building, has made en- 
couraging progress. Officials say that 
the plan has been approved by the 
general services administration and 
the government supervising architect’s 
office and has been submitted to the 
national capital planning commission 
and fine arts commission for their 
reaction. 

GSA _ sources say that agency is 
“standing on firm ground” in support- 
ing this proposal, in view of the gov- 
ernment’s interest in providing an es- 
thetically pleasing view from the State 
department building. They say there 
has been a meeting of the minds on 
fhe matter. The hitch is that the 
project has not yet been approved by 
the budget hureau, which submits to 
Congress, with administration approv- 
al, requests for appropriations. The 
Senate passed the authorization last 
year but the House knocked it out in 
conference committee, 





500 Attend Celene 


Sales Congress at Denver 


Some 500 agents were in Denver for 
the annual sales congress of Colorado 
Life Underwriters Assn. Speakers at 
the two-day meeting included C. H. 
Killen, New York Life, San Antonio; 
Commissioner Beery of Colorado; Fred 
Munnerlyn, vice-president and agency 
director of American General Life; 
Robert Osler, vice-president of Rough 
Notes Co., and C. Petrus Peterson, an 
attorney and former general counsel 
for Bankers Life of Nebraska. 





Union Mutual Promotes 
Two at Home Office 


Union Mutual Life has appointed 
William L. Barber actuary and Philip 
B. Grant secretary. 

Mr. Barber, assistant actuary since 
he joined the company in 1953, was in 
the actuarial department of Aetna Life 
for 10 years, He is an associate of So- 
ciety of Actuaries, 

Mr. Grant succeeds A. Thomas Leh- 
man, who died recently, He joined the 
company as eashier at Boston in 1941 
and has been assistant controller since 
1953. 





Dallas Insurer Enjoined 


John L. Hammond Life of Dallas has 
been placed under temporary injunc- 
tion and J. D. Wheeler, state conserva- 
tor-liquidator, has been directed to 
continue as temporary receiver of the 
company. The hearing on the tempo- 
rary injunction came after Texas At- 
torney-General Shepperd brought suit 
alleging that the company was insol- 
vent and unable to pay its debts. 





Hancock Names Director 


William W. Prince of Chicago, presi- 
dent and, chairman of Union Stock 
Yard & Transit Co., has been elected 
a director of John Hancock. He is a 
director of Armour & Co., Baldwin- 
Lima-Hamilton Corp.,. First National 
Bank of Chicago, and chairman of In- 
ternational Live Stock Exposition. 





N. ]. Bills to Extend Blue Cross 
New Jersey state senate has unan- 

imously approved and sent to the 

assembly bills permitting Blue Cross 


to extend its coverage to hospitalization 
connected with dental work and t 
convalescent care in nursing homes, 

The bills, expected to receive speedy 
approval in the assembly, were 
prompted by a recent report to the 
legislature which reviewed the opera. 
tion of the Blue Cross hospital service 
plan in New Jersey. 


Mutual Benefit Honor 
Group Holds Annual 


National Associates of Mutual Ben. 





-efit Life held a 3-day annual meeting 


at the Greenbrier, White Sulphur 
Springs, W. Va. 

Paul W. Cook, general agent in Chi. 
cago, led a discussion on “The Use of 
the Power Phrase in Selling.” John), 
Hibbard, Grand Rapids, conducted a 
meeting on “Prestige Building.” Per. 
sonal efficiency was the subject of 
round table led by Harold M. Covert 
Jr, Allentown, Pa. 

A new company film, “According 
to Plan,” dramatizing the estate plan. 
ning program procedure, was pre. 
viewed. Max M. Matson, Cleveland, 
was concluding speaker, 

The affair was presided over by 
John W. Brown, Louisville, president 
ef the associates, and David Adelman, 
New York City, vice-president and 
treasurer. Guegts included President 
H. Bruce Palmer; John J. Magovern 
Jr., vice-president and counsel; Wil. 
liam F. Ward, vice-president; Charles 
G. Heitzeberg, 2nd vice-president and 
director of agencies; and Mildred F. 
Stone, staff assistant to the president 
and executive secretary of National 
Associates. 


Cleveland CLU Seminar 


A large turnout from the Cleveland 
area was present for the annual seni- 
nar of Cleveland CLU chapter. Speak- 
ers at the all-day meeting and their 
tepics were Harold N. Sloane, New 
York general agent for Continental As- 
surance,“The Split Dollar Plan”; J. Ed- 
ward Day, Prudential associate general 
counsel, “The Variable Annuity,” and 
Hugh M. MacKay, State Mutual Life 
associate counsel, who discussed latest 
developments in business insurance, de- 
ferred compensation and professional 
partnerships, 








Pru Financing Department Store 
Expansions on West Coast 


Prudential has bought $8,200,000 
worth of 17-year notes of Western De- 
partment Stores of San Francisco at 
4%% interest. The proceeds will be 
uged to finance the construction of five 
new Western stores on the west coast. 
Notes totaling $4,200,000 will be issued 
in 1956, another $2 million in 1957, and 
$2 million in 1958. 








HOW INSURED PENSION PLANS 


HAVE GROWN 





Number of Plans in Force 


B 1,530 
BBA 6,700 
Gannaaa 


1840 
1945 
1950 
1955 


11,250 








Number of People Covered 
(In Thousands) 


1940 i 685 


1045 RARE 1465 
1950 ARARRARRE 2 140 
1955 ARARARARRRARAD 4.150 
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| TLOVEMY WORK. = | 
i 1 CAN SIT AND LOOK AT IT | 


FOR HOURS. 


ao American business executive is justly renowned as a hard-working go-getter, 
and he’s proud of the tradition. But, with a typically American contrariness, he is 
equally proud of flouting it. Which possibly explains, as much as anything can, the sign in 
our illustration—a favorite one with many of the nation’s hardest-working businessmen. 
Leisure—even a calculated indolence—plays a vital part in the busy executive’s 
total activity. Out of it, often enough, comes a sharper, fresher insight 
that results in greater accomplishment. 
The life underwriter has long known the value of planning and time budgeting 
in relation to his personal activity. By applying training principles he weighs the 
consequence of leisure and is able to determine when and where it 
should be applied to benefit himself and his client. 


i 


The signs and slogans of business are 
(footnotes to the history of our times. For 
‘Ninety years, the Provident Mutual 

Pees sag has shared in ———.. 


istory by providing an ever-increas 
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